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EGARDLESS of the fact that 
RR soorosimatey one-fourth of 

the country’s population is 
under fifteen years of age, and that 
this younger group, especially from 
ten to fifteen, wear out shoes faster 
than any other group, the merchan- 
dising of juvenile shoes continues 
to be a problem in most stores. 

Juvenile stocks generally are 
more spread out and turn more 
slowly than in the adult depart- 
ments. In recent years, when the 
pattern development in youthful 
shoes has developed somewhat at 
the same rate as in adult shoes, the 
problem has become even more 
complicated. 

A southern store recently failed. 
The inventory of the stock revealed 
a bad condition all through, and 
particularly in the juvenile depart- 
ment. In the boys’ shoe depart- 
ment there were 169 pairs, cover- 
ing a range of 28 lines, an aver- 
age of 6 pairs to a line. Only five 
lines showed more than 


10 pairs. 
In the children’s and 
misses’ departments, 


there were 917 pairs, di- 
vided among 114 differ- 
ent styles, an average of 
only 8 pairs to aline. Only 
27 lines showed more 
than 10 pairs to a style. 

The whole _ stock 
turned only a little over 
once in a year, and a 
detailed analysis would 
probably reveal the fact 
that even though the 





capital investment was not large, 
yet it showed a loss to an even 
greater extent than in the other 
departments. The juvenile stock 
showed a cost valuation of $2755. 
It was appraised for $754 and 
brought just about that in the sale. 

While this illustration may be 
extreme, nevertheless, a_ similar 
condition exists in thousands of 
shoe stores all over the country. 
Two conditions cause this: 

First, the old story of too many 
lines and not enough sizes. 

Second, the sale of a juvenile 
pair often takes as much as, or 
more time, than an adult sale. 
Also, because the average sale 
price of a child’s shoe is so much 
less, the selling cost per pair is a 
great deal higher in percentage, 
many times more than the gross 
profit. In fact, because mothers 
generally believe that children’s 
shoes should not cost as much as 
half of the price they pay for their 
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In too many juventile departments it is the old story of too many 


lines and too few sizes. 


Concentration Vital in Juvenile Department 


own shoes, dealers have timidly 
built a low gross profit atmosphers 
around the juvenile department 
where actually the care and fittin) 
attention which that department 
should have in each sale really 
justifies a higher margin of profit, 
even on a lower selling price. 


N contrast to the above illustra- 

tion, another store in an Ohio city 
conducts its juvenile department in 
the basement, with somewhat the 
same layout as the usual “bargain 
basement.” On the sides and in 
the center are display sections, 
really like the bins in a five and 
ten cent store. In each of these 
bins is displayed several pairs of 
one style. Probably fifty per cent 
of the stock is in sight. 

In charge is a young lady, one 
of those friendly types of women 
who can appeal to mothers as well 
as to children. While the stock 
variety is large, yet there is con- 
centration. Plenty of 
sizes on the staples, only 
a few lasts, and a really 
conscientious effort to 
explain the value of fit. 

The result of this pol- 
icy is a volume equal to 
about one-third of the 
total sales of the store. 
Also a real profit, and a 
fairly fast turnover. In 
one year the juvenile de- 
partment sold _ nearly 
9000 pairs, and the stock 
showed an average in- 
ventory of 4000 pairs. 
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N the theory that 
all children need to 
have their feet 


guided aright—and that 
many need more attention 
to their feet than others— 
an investigation was made 
in stores that give special 
attention to orthopedic 
types for the young and 
rapidly growing genera- 
tion. Among the various 
retail shoe establishments 
visited, one was discovered 
where 85 per cent of their 
children’s stock is devoted 
to corrective types. In the 
Coward Shoe Store of New 
York, C. G. Lippincott, 


and fully as wide. 
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Guide Feet Into Proper Shoes 


There Is a Surprising Number of Children Having 
Foot Trouble Early in Life 





Here is a 10 C which is as long as an average hand, 
Note the width across the ball, and 
particularly the long counter support shown in the 
detailed drawing. 

The new and better theory in footwear for children 
is a base of real substance and weight and width of 
sole to give a proper foundation for the growing foot. 
If there is a tendency to roll inward, a Dutchman, 
properly applied, will correct it. 








October 1, 1927 





old. The thought back of 
the high shoe for the little 
tot, with its flexible sup- 
ports of whalebone, is not 
one of a rigid encasement 
of the rapidly developing 
bones and muscles but, in- 
stead, one of support only. 
The child is fitted so that 
it has plenty of length and 
breadth in which to exer- 
cise its feet, but the foot 
is also supported while it 
is exercised. In _ other 
words, the child’s foot is 
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so supported that it has 
‘directed play.’ 

“The Coward folks wish 
to make the point of dis- 
tinction between support 








children’s shoe buyer for 
all three of the Coward 
stores, said: “The tremendous busi- 
ness which Coward has built on 
children’s shoes has been accom- 
plished by recognizing the fact that 
over three-quarters of this stock 
must be devoted to corrective types; 
and, moreover, that the big thought 
in the selling of more pairs of chil- 
dren’s footwear is the correct fitting 
of corrective types rather than the 
specialization in style numbers. 


“6 HE children’s shoe stock is di- 
vided into three classifications: 

“1. The normal; 2. The modified 
orthopedic; 3. The full orthopedic. 

“These three ‘different’ ideas may 
also be designated as: 1. The straight 
heel; 2. The semi-othopedic heel; 3. 
The full orthopedic heel. 

“In the 15 per cent of ‘normal’ 
types of shoes carried, corrective 
features are often introduced to 
rectify the individual case. Each 
Coward store has a well equipped 
shoemaking department, the workers 
understanding thoroughly the ‘alter- 
ations’ or ‘additions’ indicated by 
the experienced shoe fitters-shoe 
salesmen. For instance, a little 
support may be built into the shoe 
along the anterior arch; or a small 
metatarsal heel pad, or some other 
slightly corrective feature, incorpo- 
rated to remedy, perhaps, short fit- 
ting or some trouble with the heel 
or anterior arch. Almost all of the 
Coward children’s shoes are built 
with the long inside counter. 








“The ‘full orthopedic heel’ of the 
children’s Coward shoe is built on 
the principle of the Thomas heel, 
with an extension on the inside—the 
edge of the breast of the heel pre- 
sents an oblique line. The heel is 
built mostly to give the needed sup- 
port to the anterior arch, but in 
some cases the heel is pitched to 
give the outer arch structure the 
requisite propping. The ‘modified 
orthopedic heel’ is built with a regu- 
lar heel seat and carries the ‘Cow- 
ard’ heel, but this heel is so con- 
structed that it is shorter on the 
inside at the counter than the ‘modi- 
fied orthopedic heel,’ as the anterior 
arch of the child to be fitted with 
this type needs less correction than 
the one who would require the ‘full 
orthopedic heel.’ 


667 N this organization, the idea of 

fitting the feet of the tots differs 
widely from the theory that pre- 
vails in the majority of stores -sell- 
ing footwear for the ‘first-steppers.’ 
When baby begins to walk around, 
the Coward folks believe that ‘cor- 
set’ shoes are what he needs to sup- 
port his ankies, and they believe that 
after wearing these shoes for two, 
three or four years he wil! then have 
normal feet and can be fitted in 
normal types. They do not object to 
their regulation ankle tie for a house 
shoe, but absolutely not for street 
wear, and do not recommend oxfords 
until the child is three or four years 


and rigidity very clear. 
‘We have worked on the applied 
theory of a good supporting shoe for 
children’s feet for 61 years,’ say 
they, ‘and know that we are right.’ 


s¢7N the ‘corset’ shoes and other 
types for the tiny tots, or up to 








size 10%, the widths run in A, B, C, 
DandE. After leaving the 10% run, 
and up to size 8, children have a 
width selection in AAA’s to EEF’s. 
There are several ‘style’ features in 
children’s shoes—blacks, including 
patent leather, and tans—shoes with 
tips and shoes without tips—‘smart’ 
numbers, but comfortable and gocd 
fitting above all. 

“Every child gets individual at- 
tention. After the old shoes are 
removed, the scientific foot fitter ex- 
amines the stockinged foot carefully. 
manipulates it thoroughly, and 
makes a diagnosis of what the little 
foot needs in the way of shoes. The 
child’s ankle, the heel, and particu- 
larly the anterior arch, are carefully 
noted, as it is in the anterior arch 
that a Coward foot fitter of 20 years’ 
experience says that he finds the 
bulk of all foot troubles. He says 
that these foot troubles are caused 
primarily from ill-fitting shoes.” 

A suggestion made by a shoe siiles- 
man at Coward’s is, “Stock stylish 
shoes for children, but do not sacri- 
fice orthopedic features to style 
appeal, for practically every child 
who first presents itself to you t» be 
fitted has some foot trouble. 
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Get "Em Young, Treat "Em Right 


It’s Good Shoe Store Practice to Fit Feet 
from Soft Soles on—Correctly 


Tittle like, pinky flesh that has but little relationship in shape 
, sup- & to the foot that it will be a few years later. In the cradle 
is not days the ornamentation of the foot is the prime factor. 
ement As more beautiful tannages of leather develop, they 
og are being translated into these little foot coverings so 
ce ' that this season we are seeing iridescent and 
> that [) novelty washable leathers in soft soled footwear. 
hand & Soft soles are usually sold over the counter with- 
exer- F) out fitting, but good shoe store practice is to ex- 
e foot ; amine the baby’s foot, first, to see that the stock- 
oe 5 ing is long enough, and second, to see that the 
oot is | proper width and length of soft sole is obtained. 
it has § The soft, pudgy foot can be injured 
more by the wrong foot covering at this 
stage of life than at any other time. 

of dis- You can go the limit in 
upport . . 

a novelties for a Christmas 
applied [| season—all the colors in 
noe for F leathers, all of the embroid- 
,’ say F eries and fancy things in 

right’ J novelty foot coverings. Make 

other | the right selection of boxes 
-up to — and tie them up in ribbons 
a © and you will find a real 
Y%run, & profit. 
have a 
EEE’s. 
ures 1n 
eluding 
2s with 
‘smart’ 
d good 


ck of Tim new born baby’s foot is a delicate little bundle of jelly- 


$s wish 


ual at- 
es are 
‘ter ex- 
refully. 
, and 
1e little 
23. The 
yarticu- 
fully - , 
_ ch a a . Diversify your chil- 
or ane a Aa : dren’s leathers, par- 
) years ‘ i ticularly in the soft 
ids the \ : : soles. The soft tan- 
Te says R, oe - £ nages in kid, sheep, 
: al : lamb, patent and sucde 
cause : i gives a wide opportu- 
“Sag 5 : nity for selection. The 
ye siiles- Na Pel moccasin pattern con- 
tylish a we tinues to lead, but nov- 
ny = elties are increasing 
yt sacri through fancier mate- 
o style rials 
y child 
pu to be 
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More Beauty for Miss Junior 
Less Jazz and More Good Taste for Girls 


IKE mother, like daughter; like father, like son. Footwear for the 
L younger generation, in style, reflects largely the trend in foot cover- 
ings for adults. 

First and foremost, styles in children’s shoes are trending toward 
simpler lines. They are less elaborate this fall than they have been for 
several seasons, and next spring, according to the best advance informa- 
tion available, will see an even further cutting-down of trimmings and 
elaborate patterns. 

Ir: line with this trend toward simplicity, it is only natural that one 
strap models should lead in patterns. This is true in children’s shoes, all 
the way from infants’ to growing girls’ sizes. Oxfords come next. The 
low shoe gets the majority vote, even in the sizes for small children, and 
this tendency is growing more marked daily. 

Up to size 2, oxford types in welt shoes are big sellers for children, 
particularly when made up in elk and calf leathers. These are the back- 


Materials give a new opportunity in 

little girl’s footwear for thrills and 

delights. Here we see printed liz- 

ard, polka dot patent, iridescent 

kid trimming and pebbled shark- 

skin, all for beautifying girlish 
footwear 
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Around the instep put the adjust- 
ment. Here we see a ribbon tie, a 
center buckle, and a wide strap with 
a side buckle, together with the 
standard oxford having a new pat- 
tern line thereon. These four types 
indicate style possibilities in the 
sizes that progress further on to- 
ward the junior misses’ footwear 


bone of the children’s shoe trade, staple merchandise, varying but little in 
pattern from year to year. A little change in the tip, an overlay strap 
of some kind, serves as a pattern change. Right now the shield tip is 
coming in strongly again, probably a reflection of the vogue for wing 
tips in men’s oxfords. Plain toes, particularly in the smaller sizes, are 
still good, and probably always will be. 

Patent leather is by all odds the leading material. It stands at the 
top in all four runs of sizes. The leading novelty material right now is 
ooze, in both black and brown, but it is being handled carefully, for no 
one can tell how long it will remain popular. As in women’s shoes, patent 
with a reptile trim, especially black lizard, is a seasonable fashion note. 
Looking toward spring there is every indication that light tan calf will 
prove to be a big seller. Colored kid, according to fashion leaders in the 
children’s shoe field, contains too much risk. Gun-metal calf is showing 
some signs of returning to favor, particularly in growing girls’ and misses’ 
shoes. 


N the smaller children’s shoes, elk leather still holds sway, with blonde 

and coffee shades leading the parade. It is more than likely that color 
developments for the coming season will show up more strongly in the elk 
leathers than in any other. Children’s shoes of the sports genre show a 
strong tendency toward a combination of two colors in elk leathers. 

While the tendency in women’s shoes is toward lower heels, the 
younger element seems to be demanding higher heels. There is a growing 
demand in the 114 to 2 run for 8/8 heels, and in the 2% and up run for 
heels up to 12 and even 14/8. 

Another tendency that is noted is that of more length and less width 
This is not due to any change in the proportions of children’s feet, it is 
argued, but rather to more knowledge of proper fitting on the part of re- 
tail salespeople. 


Lif Wists | Lita iwwer jieeeeeeeee 
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Getting More Shoes Sold Right 





Comparison is Dangerous 


MENACING method of advertising is appear- 

ing in many commodities—from cigarettes to 
shoes. It is all very well to compare mechanical 
items in a commodity, viz.: for automobiles of all 
kinds may have Timken bearings, etc. But when 
shoe values are challenged, then advertising be- 
comes a boomerang. 

The public is not so ignorant of values in these 
highly competitive days as to believe that $6.60 
shoes are equivalent to those for $13.50. Even an 
ad that states that fact in vague language is likely 
to be an uncomfortable remembrance in the fu- 
ture. When a man has worn $13.50 shoes and 
buys a pair at $6.60, his feet can tell the difference, 
though his eye mav be deceived. He will begin to 
expect $13.50 service out of $6.60 shoes. 

It seems a pity that an outstandingly advertised 
line that has enjoyed tremendous popularity, good 
business and a real profit, should step into the com- 
parison pitfall. This idea of comparisons in ad- 
vertising is not beneficial to merchandising. It 
makes everyone distrustful of values. It breaks 
down the first principles of every retail business 


that uses it. Truly, an industry with over 16,000 


manufacturing plants, and a hundred-thousand dis- 
tributive points at retail, is competitive, and, there- 
fore, giving most economic service to the public. 
Each grade of shoe has the same average of 
quality in all its ingredients and workmanship. It 
isn’t conceivable to the public that at $6.60 the 
value of $13.50 can be normally obtained. John 
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Ruskin said, “There is hardly anything in the 
world that some man cannot make a little worse 
and sell a little cheaper, and the people who con- 
sider price only are this man’s lawful prey.” 

We admire immensely the Regal organization, 
its emphasis on scientific shoe fitting, its method 
of keeping stock, its effective window displays, and 
many other modern movements, but we believe it 
was ill-advised in its national advertising in news- 
papers when it tried to compare a $13.50 shoe with 
a $6.60 shoe, and to emphasize in high argument 
ever the fitting stool that one is as good as the 
other. The Regal line did not need such publicity 
to get more shoes sold right. 

One of the past presidents of the Illinois Shoe 
Retailers’ Association, A. E. Schulein, speaking 
from “without, and having an affection for men 
within the craft,” writes: 

“As I have been out of the shoe business almost 
two years, after being quite active for twenty-eight 
years, having owned and managed several stores, I 
feel I can be classed as unprejudiced, as I have no 
axe to grind. 

“The shoe business is in the present condition, 
mainly because the manufacturers and retailers 
have put it there. You can’t build up by trying to 
pull others down. 

“If the Regal people think that the public does 
not know the difference between a $13.50 and a 
$6.60 pair of shoes (which I consider an insult to 
the public’s intelligence) I for one will wager them 
£100 or more that I can. 

“Regal might fool a few people on that kind of 
advertising, but the ones they will fool most are 
themselves. 

“I will grant that $6.60 is a fair price for the 
Regal shoes, but when they try to compare them 
with any $13.50 shoes they don’t know the shoe 
business or are handling the truth carelessly. 

“TI do hope the shoe industry will get together 
and live up to the science of ethics.” 


The “First Frost” Peak 


HE high point of children’s shoe selling is not 

on the opening days of school, as it used to be 
years and years ago. September is merely an in- 
terrupted vacation period continued by the chil- 
dren after school hours, and something much to be 
expected when the weather in September is as 
golden as it has been this year. Children continue 


to wear the tennis and rubber types of footwear, 
and don’t think of new leather shoes until on or 
about the first frost. 

With the coming of the first frost and first {lur- 
ries of snow, the parent insists on substantial 
footwear, and then is the period of active shoe sell- 
ing to the juvenile millions. 
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For that reason our style section and emphasis 
on children’s footwear comes in this issue to catch 
the double interest in juvenile footwear in October 
and November. 

There has been a decided increase of production 
in boys’ and youths’, misses’ and children’s foot- 
wear, indicating the optimism of merchants who 
have placed on their shelves a greater number of 
pairs of shoes for this year’s selling than in many 
years past. 

An index also of the interest in children’s shoes 
is the frank imitation of the best numbers in adult 
footwear, thrown into smaller sizes. Maybe the 
juvenile business will give to the cash register the 
same thrill it gets in profitable adult service. To 
sell more pairs compensates for the less price per 
pair. No matter how difficult it may be to grade 
up prices it can and has been done—and must be 
done if leather values continue upward. 


More Foot Attention 


NUMBER of years ago the late Dr. Marshall 

emphasized one basic principle that would 
bring about foot betterment. He suggested that 
several pairs of shoes 
of slightly different 
shapes, sizes and 
balance are better to 
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to do is to tend to the foot before the orthopedic 
doctor is called in and expected to do the 
impossible. 

It is said that if all available knowledge about 

causes of disease were actually applied the world 
over, millions of lives could be saved each year. 
This statement is true, but it may easily mislead. 
There can be no hygienic millennium in general 
medicine or in specific foot attention. People may 
listen to advice, but they will not always follow it. 
More shoes are sold to fit the eye rather than the 
foot. : 
Gradually, with the education of more people, 
there is a growing appreciation of the value of the 
knowledge of the retail shoe merchant and his store 
salesmen. Knowledge of the foot and its processes 
are steadily developing. It is the real road to a 
profit for the merchant who adds to the pair of 
shoes an understanding of the customer’s need and 
suggests a remedy. 


Fight Odds Ten to Eight 


HERE is a standing joke in one office that at 

every major prize fight one man goes to the 
battle for the purpose of estimating the propor- 
tion of black and tan 
shoes worn. The idea is 
that with 150,000 men 
present he gets a real 





wear than a single fixed 
style continuously, if 
the person is in good 
health and has normal, 
adaptable feet.” 

The human foot, 
which is vastly more 
complicated than any 
machine, is in need of 
vigilant care and fre- 
quent determination. 
The retail shoe mer- 
chants of this country 
are beginning to learn 
that prevention of 
foot trouble is more to 
be desired than cure. 

Never in the history 
of the trade has there 
been a keen interest in 
the study of the foot 
and the sale of correc- 
tive footwear. The 
trade is learning that it 
does not do to permit 
feet being neglected 
until pain and disabil- 
ity sound an unmistak- 
able alarm. The thing 








The ‘Reason Why 


McMANUS SHOE COMPANY 





Cairo, IIl. 


We wish to tell you that we believe the Boot AND 
SHOE REcoRDER is the best journal in the shoe trade 
and we wish our salesmen in our two branch stores 
to read your magazine regularly. It gives them 
ideas that cannot help but reflect in the sales of 
their departments, as well as make them better shoe 
men. 

Yours very truly, 


(Signed) W. A. MCMANUS. 


* © * 


The store salesman can be an asset or a liability 
to merchant or manufacturer. 

If he is snappy and up-to-date and well-posted 
on what the other fellow is doing, he can be a big 
factor in the success of store and factory. 

Some day all manufacturers and merchants will 
realize the economic importance of the man on 
the floor. 

In the meantime, Mr. McManus and many other 
good merchants are profiting by their wisdom in 
helping their salesmen develop into intelligent 


business men. 
fase... 


President. 
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sense of proportions of 
blacks versus tans. He 
got away with the high 
cost of tickets and fares 
to these affairs until 
the boss “got wise” to 
the fact that after 10 
o’clock at night all 
shoes are black. 

Nevertheless, believe 
it or not, on the night 
of the big fight in Chi- 
cago, between 7.30 and 
8.30, the colors were 
clicked off on the via- 
duct leading to Soldiers’ 
Field. The two coun- 
ters found to every 
thousand blacks—785 
tans, or practically ten 
to eight in favor of 
blacks. 

If the proportion of 
ten to eight continued 
there would be no real 
kick, but many stores 
have sensed odds of 
four to one in the sales 
of blacks over tans. 
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Busy Hands-Busy Feet 
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Suggested layouts for infants’ and children’s shoe advertising. 
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Bring gour children to us for proper fitting 
Your Name HERE 


STREET TOWN 











For copy ideas, read the 


article below 


New Ideas for Juvenile Ads 
Educational—Honest—Convincing 


By W. A. CONNELL 


price, that wants everything he sees, that takes 

with one fell swoop the very styles which give a 
merchant palpitation of his conservative heart because 
of their daring, that possesses an influence over at least 
two other possible buyers, that never makes a kick on 
fit (this last is not meant to be taken advantage of) 
the child. 

If father wears one pair of shoes to mother’s six, 
how many pairs do the youngsters wear? That’s a 
question which the shoe merchant helps to answer by 
putting the right incentive before the parents, and here 
are some ideas for advertising the children’s depart- 
ment. 

In the infants’ advertisement pictured, there is the 
caption, “The Better the Feet the Better the Man—or 
Woman,” which suggests the following copy to make 
people think of the value of exercising care in the selec- 
tion of infants’ shoes: 

“The first fifteen years are the hardest on feet. That 
is the time they are growing, and parents during this 
time are responsible for a foot’s condition following 
this period. 

“A shoe that fits this month may not fit baby’s fast- 
growing foot next month, and the least pressure may 
start trouble which is never overcome. 

“Keep this thought in mind constantly and bring 
your youngster here often so as to be sure those pliable 
little feet are not being abused.” 

Another suggestion for copy for an infants’ adver- 
tisement is as follows: “Some Day His Brow Will Be 


‘Te: ideal customer, one that never asks about 


Wrinkled With Care,” for a caption. For the story, 


this: 

“There are a thousand difficulties strewn along life's 
path at the best. It makes the thinking mother shud- 
der at the thought of what that cooing, warm, pink 
mite of humanity, her baby, will encounter later in life. 

“And nothing would touch that mother’s heart more 
now than for anyone to suggest that physical deform- 
ities, easily preventable now, may form one of life's 
obstacles. 

“That is just our way of saying that from the mo- 
ment a shoe is put on baby’s foot there is always a 
danger of pressing that little foot out of shape. Yet 
all thoughts and possibilities of this are so easily 
averted by correct fitting. 

“And this is one of the best reasons for your buying 
your child’s shoes here. We understand the foot and 
its requirements, and it is a rule here that no time or 
expense will bé spared in putting the right shoes on 
susceptible, growing feet.” 

Here is a suggestion for a letter to mothers with 
infants who have yet to wear their first pair of shoes: 
“Dear Madam: 

“Do you remember the story that went the rounds 
years ago? About the nurse girl who kept pushing the 
baby deeper and deeper in the carriage the louder it 
cried, only to find that the reason for the baby’s piteous 
crying was that it was being stabbed deeper and deeper 
with a safety pin that had become unclasped? 

“Now there are other stories going the rounds— 
about feet. Most of these stories have originated in the 
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minds of the parents themselves, though. A new ‘foot- 
sense’ has developed, because parents remember, in 
many cases, that they might have escaped foot troubles 
if they had been able to tell their fathers and mothers 
when a big toe was struggling to get out of a shoe, or 
when their feet felt as if they were held in a vise. 

“So we write you this letter about your baby— 

“__To tell you that if you will let us fit those little 
feet you need never worry about doing the wrong thing. 
You will know those little feet are growing naturally 
even though they are covered up most of the time. 

“We have appointed Miss , who holds a diploma 
in scientific fitting, to take charge of fitting in our 
Infants’ Department.” 

By this time, through careful handling and sugges- 
tion, the merchant ought to have parents in full pos- 
session of all the facts pertaining to the importance of 
proper footwear for the growing foot. Therefore, a 
good swing into the advertising of “first steps” may be 
made. This on the basis that the best cultivated field 
yields the best returns. 

In another advertisement pictured there is the busy 
youngster, and the caption is, “Busy Hands—Busy 
Feet” with the following suggested copy: 

“Just about the time when the youngster is tall 
enough to explore table top edges with a possible calam- 
ity attending each foray, shoes become an item of in- 
terest, too. 

“That last means they must be pretty. So they are. 

“But the toes must be shaped just right to take care 
of every little toe, and the heel must be just enough in 
height to prepare for the regular heel that will be worn 
later, and the leather must be soft enough in its texture 
to support and yet not to bind. 

“Oh, there are so many things to think about in 
children’s shoes. 

“So we suggest that you leave it all to us because 
we have had years of experience and have never yet 
spoiled a growing foot. Rather, parents say they wish 
there had been shoe stores like ours when they were 
children.” 

When a mother sends her boy or girl off to school 





When things to Wear 
Look as big as a Mountain 









































Your Name Here 
STREET TOWN 











Appealing to the girl or boy who has reached 
that age when clothes seem very important 
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she feels that the home ties have suffered a strain and 
she therefore reacts quite readily to the suggestions 
contained in the following copy, caption, “Where Will 
His Feet Turn?” 

“Well there’s one thing you may be sure of, feet will 
never turn bad in shoes fitted here. Our shoes will 
leave his mind free to apply to his lessons; they will 
make him proud of his appearance which will add worlds 
to his self-reliance. Look over the styles shown here. 
They are only a few of the ones you may select for your 
boy knowing he will have the best money can buy. 

“No, there is nothing like being sure you are giving 
him the best, especially when it really costs less. 





Where will HIS | 


Feet Turn 


STYLE N° 4 


ZraD STYLE N*® 243 
<a 


ol 
oTYLE NP WO 


‘Your Name Here 
STREET TOWN 











The first day at school is the theme of this 
ad—equally applicable to girls 


“Our fitters are ready to give your boy’s feet cne 
attention they need while growing.” 

Then there’s the girl whose world of fashion is 
spreading before her eyes like a gigantic peacock: 
plumage; she’s dazzled with the endless possibilities 
and needs a perfect understanding of her needs and 
tastes on the part of those interested in her appear- 
ance and happiness. Clothes do look like a mountain 
to her—a mountain of means to win popularity, insur- 
mountable at times, her despair perhaps, unless—well 
the caption of the advertisement layout, “When Things- 
to-Wear Look as Big as a Mountain,” carries a good 
thought for copy like the following: 

“Trrepressible spirits—vanity—eatremes of enthusi- 
asm and depression—the young girl presents a kaleide- 
scope of whirling emotions. Life is good. 

“Ts it any wonder that the common-sense things seem 
prosaic? 

“Remember, you were young once yourself. 

“Truly it is an art to hide the common-sense under 
a catchy exterior, but that is just what we have done in 
our footwear for girls. There are slippers in which she 
may dance to her heart’s content without putting an 
undue strain on her feet. There are shoes that fairly 
sparkle, which she may wear to school with a feeling 
that no other girl will surpass her in smartness and 
that sometimes impossible thing called ‘becoming- 


9° 


ness. 
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Let’s Have a Real Big Party? 


Children Like Them and It Is an Easy Way to 





Sell Footwear, Says Buster Brown 


E carries with him all the ele- 
Hees of success—first, a 

very real love for all chil- 
dren and, second, his dog Tige, made 
immemorial by the first newspaper 
comic strip designed to appeal to 
children. In every town to which 
he goes, he has a children’s party— 
sometimes it is in the local theater, 
sometimes in the store which han- 
dles the Buster Brown shoes. 

Do children like these parties? 

You may judge from the fact that 
only 5000 attended a recent Christ- 
mast entertainment put on at Shea’s 
Hippodrome in Buffalo at which 
Buster Brown and Santa Claus 
shared the honors and the hosts 
were the men and women of the shoe 
department of the J. N. Adams 
store. 

Grown-ups joined in the mad rush 
to see the two celebrities. The chil- 
dren were supposed to march to the 
shoe department and the Santa Claus 
department, but the crowd of chil- 
dren and their elders overran the 
entire department store and it took 
50 mounted police and police on 
motorcycles to preserve order and 
regulate traffic. When the crowd ar- 
rived at the store, the jam was so 
great that the doors had to be closed. 
Some of the children followed Bus- 
ter and some went ahead of him— 
some followed Santa and some got 
ahead of him. The Buffalo News 
estimated the entire crowd at 25,000 
men, women, and children, and 
said that there had never been 
such an outpouring of the populace 
nor such excitement since Armistice 
Day. 


6 AMONG the most interesting 

retail shoe merchants whom 
I visit is Freddie Gimbel of New 
York,” said Buster. 

“When we first went there we in- 
vited ‘Mothers with small children, 
not large children.’ We did that to 
limit the size of our audiences, as 
we wanted to be sure we did not get 
too many into the department. 


“Mr. Freddie Gimbel always 
comes up to the second floor, where 
we put on the show in the children’s 
shoe department, and joins me in 
my talk to the children. For in- 
stance, after I drill the children on 
‘What They Are Going To Buy and 
Where They Are Going To Buy It,’ 
Mr. Gimbel, a delightful, big man, 
with a sunny smile that all the chil- 
dren love, walks into the department 
and says to the children: 

“‘*Now, children, where are you 
going to buy your shoes?’ 

“The children reply, ‘Gimbel Bros.’ 

“Freddie Gimbel then asks, ‘What 
kind of shoes are you going to buy?’ 
and the children reply, ‘Buster 
Brown shoes.’ 

“Then I say, ‘Cross your heart and 
swear to it,’ which the children do, 
and Mr. Gimbel says, ‘Fine, Buster, 
fine!’ Then we shake hands. 

“Mr. Gimbel always asks me be- 
fore my stunt, in a low voice: 










Six foot three meets 
three foot six 


Buster balances grace- 
fully on the hands of 
Hi-Ed Lingham, Re- 
corder strong-arm ad- 
vertising salesman 






“‘How many of these children 
will buy Buster Brown shoes?’ 

“TI say that we will just watch and 
see how many children promise that 
they will buy, then we will estimate 
between us the number of prospec- 
tive customers. 

“I have a great many interesting 
experiences in small towns, as well 
as in the big cities,” continued Bus- 
ter. “Take Pittsburgh, for instance, 
where my audiences will consist of 
children of from eight to ten differ- 
ent nationalities. It is oftentimes a 
little difficult to keep thm quiet, but 
almost all understand English well, 
with the exception of the smaller 
boys and girls, who of course are 
continually asking for an explana- 
tion from their older brothers and 
sisters. The same is true of some 
of the mill towns of New England 
and other sections, although the 
steel mill town element presents a 
more difficult problem to handle 
than do the children of the work- 
ers in the cotton and woolen mills 
of New England. 


AT Port Jefferson, N. Y., I re- 

member that I had a lively 
time recently. I went to Levine’s De- 
partment Store there for a demon- 
stration, with my _ entertainment 
scheduled for a nearby theater. So 
great was the crowd at the theater 
that the children fairly took it by 
storm to such an extent that we were 
not able to control them or to put on 
the show.” 

Buster is 39 years old and lived 
for the most of his days, before be- 
coming affiliated with the Brown 
Shoe Co., in Hugo, Okla. In 1914 
he was “discovered” in his little 
cigar store and news stand, which 
he operated in his old home town, 
by Brown Shoe Traveler Lee P. 
Baird, then of Dallas but now in the 
automobile business in Amarillo, 
Tex., and as a result of this impor- 
tant “find” Buster almost immedi- 
ately went to work for the Brown 
Shoe Co. 
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Corralling the School Kids 


Practical Ideas Used by. Successful Merchants, 
in Building Up Juvenile Trade 


y ARRY’S BOOTERY is located 
very near the Elementary 
School of Coral Gables, Fla., 

and its proprietor, Harry Gregory, 
has enlisted the aid of the boys and 
girls who must pass his door daily 
in building up the business. Fre- 
quently he offers special induce- 
ments to his young patrons to help 
him compile a mailing list or put 
over a special sale. He has made 
friends with the youngsters in this 
way, and they have been of great 
assistance to him. 

Not long ago he offered an Inger- 
soll watch to any boy who would 
bring in five customers who pur- 
chased shoes amounting to $3 or 
more. The boys drummed up the 
trade, then when a buyer made his 
purchase, he gave the name of the 














1 


Schoolboys distribute his advertising 


young salesman to whom credit 
should go. The girls also had a 
part in this and very nice dolls 
were given them for the same ser- 
vice. This was a paying stunt, not 
only because of the large volume 
of business it created but also be- 
cause of the advertising the Boot- 
ery received. 

Another advertising stunt was to 
hire a number of these small school 
boys to distribute fly swatters bear- 
ing the firm’s name at every home 
in the locality. 

Small articles of school equip- 
ment have been used here as sou- 
venirs with purchases of children’s 
shoes. While the Bootery caters 
to all classes of trade, the big volume 
of business is with the children. 


Sand Boxes to Play In 


HE new juvenile department 

occupying the entire third floor 
of the Laird Shoe Company, Oliver 
and Liberty Avenues, Pittsburgh, 
which opened Sept. 1 under the 
management of E. N. Roolf, juvenile 
specialist, amply justifies all prom- 
ises made for it. 

The ceiling of the new depart- 
ment is of buff, with the walls, 
woodwork and shelving finished in 
jade green. Curtains and drapes 
for the three double windows which 
serve to flood the floor with day- 
light, harmonize the remainder of 





ja 


SAND! 


the entire interior. Carpeting 
which covers the floor done in nat- 
ural finish, is of a floral design. 

A children’s play section pro- 
vides sand boxes with attractive 
canopies of bright colors and fitted 
with various toys for the children’s 
amusement. Picture books. and 
small tables, desks and chairs pro- 
vide recreational facilities for the 
kiddies with more literary or res- 
tive inclinations. 








; 











* * * 


Using Models to Attract 
Attention 


N order to draw the attention of 

the children of school age to 
their line of merchandise, the Cut- 
ler Shoe Co. of Chicago had a very 
clever display in their window 
fronting the entrance to their shop. 
In the center of the display was an 
advertisement which read: 

“School Time is Cutler Shoe 
Time.” 

To the right and left of this ad 


and supported by small easels, were 
two slates upon which was written: 

“Start the Youngsters Off to 
School with a Big Kiss and a Little 
Advice and Shiny Long Wearing 
Cutler Foundation Shoes for Boys 
and Girls.” 

In the foreground was a black- 
board upon which was written, “I 





I am glad my 
mother bought 








am glad my mother bought my new 
school shoes from the nice man at 
the Cutler Store.” A model dressed 
in boys’ clothes, standing at his desk 
and holding a pointer in his hand, 
called the attention of the passers- 
by to the above announcement. 


* * * 


Drinking Fountains 
and Souvenirs 


ATERING to the juvenile trade 

in Miami, Fla., has proved to be 
a paying enterprise. The shop 
known as the Juvenile Bootery is a 
part of another shoe business located 
on the next street and is set apart 
entirely for the youngsters. The 
room itself is just a slip of a place, 
not more than 25 ft. wide. Decora- 
tions are in gray and blue. A high 
bench built near the door provides 
fitting room for the children. Three 
steps lead up to this. The walls and 
furniture are decorated with ani- 
mals and figures which please a 
child. Shoe racks are brightly 
colored animals. At the rear of the 
store is a drinking fountain, within 
easy reach as to height. 

And every child coming into the 
place is given a souvenir of some 
kind—a whistle, box of marbles, 
paper hat, pistol or some other lit- 
tle gift. 
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A Big Boys’ Shoe Year} 





A Southern tie effect in light colored 
tan has made a hit with boys’ prep 
schools as a novelty type of footwear 





When men’s shoes are simple in de- 
sign, expect a corresponding simplicity 
in boys’ dress shoes 





The school shoe and the walking ox- 
ford in winter weights give opportu- 
nity for the blucher with fancy trim- 





The winter. sports oxford, so called 
because of its “doggy” looks, has 
berforations and 
heavy Scotch grains and _ novelty 








Increase of 271/4Q% in Production 
Indicates Retailing Opportunity 


shoe business for a phenomenal increase of more than 

three million pairs is noted in the January to July 
statistics of production. In the period from January to 
July, 1926, 11,276,017 pairs were manufactured, while in 
the similar period of 1927, 14,437,550 pairs were made. 
This is an increase of 2714 per cent in the production of 
leather footwear. 

The increasing interest in boys’ shoes among boys them- 
selves has resulted in this significant jump in the produc- 
tion figures. Boys’ shoes are no longer an afterthought. 
They are designed with the boys’ foot in mind. They are 
built in leathers that interest a boy, and in colors and 
patterns that are a juvenile reproduction of masculine shoes. 
They may have a little more “dog” on them, but they are 
shoes that hit the eye of the boy, and mean profit and 
prestige to the store. 

Any new pattern line that finds its place in men’s shoes 
is translated into boys’ shoes, and the new shoes are styled 
so that the run of sizes may cover junior and senior boys’ 
grades. 

Many novelties are appearing in boys’ shoes, ranging 
all the way from Southern tie patterns to Jodhpor boots. 
Some of the tricky new things are selling best. 


GS sive busine significant has happened to the boys’ 


MANUFACTURER of boys’ shoes has given us some 
A interesting information relative to the way the new 
styles have caused a decided change in the fitting qualities 
of shoes. 

“When we started five years ago,” he said, “our original 
size No. 1 last was two sizes over standard in forepart 
length. In the past few seasons we have been obliged to 
reduce forepart to within 14 to %4 of a size over standard. 
In order to offset this reduction we have advocated and sold 
many more narrow widths. Customers have been cautioned 
to hold the toes back at least the width of a thumb from the 
end of the shoe. The width of the thumb is about 34 of an 
inch or two full sizes. If the foot settles in the shoe half 
of this amount, the child will still have one whole size to 
grow before contact. 

“We have also had all lasts made as thick as possible on 
the wall of the toe, which tends to help. These are a few 
of the things we have done to help meet the style condition 
and we have incorporated others which have always made 
our shoes hard to be fitted short. 

“Very few merchants are consistent in their children’s 
shoe business. They dislike to argue proper fitting with 
parents. In many cases they prefer to give the customer 
what the customer thinks he should have, rather than what 
he really needs. This business of following the lines of least 
resistance is just as bad in the boy’s department as it is 
in selling the flappers. It is dead wrong. 

“There is a field today for the honest to goodness shoe 
merchant, who has patience enough to study the reasons 
for fitting and will stick to it long enough to prove that 
he knows his stuff. When merchants consider the chil- 
dren’s and boys’ shoe business just a necessary evil, they 
are not apt to develop it into a profitable department. It 
should be considered the garden of future business and 
cultivated with care. Style may be first but service, fit, 
wear and honest effort must be there.” 
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Saturday Is Children’s Day----About 200 
nyt Scouts and Girl Scouts Will Help Operate This Store 























ny ant gts "whe | 
| would like to see be- 

| hind the scenes of The | } 
| Golden Rule may go) 

through with our | 
ides. Groups will be | 
‘ormed at the Informa- 

tion Desk on our Main | 

Floor. 


Minn., 





Smart Shoes 


Being Worn by 
the Junior World 

Children's shoes bought at 
The Golden Rule are al- | 

ways just right. 

For Boys 

Boy Scout Ati of brown 
elk leather. -Sizes 1 to 6, | 





Boys’ dress oxford in eith- 
er black or tan calf leath- 
ers. Sizes 1 to 6, 5.00. 


For Girls 
A wmart new step-in black | 


the Popular bgt te 
Sizes 21% t | 


A Great tes sania 
black patent leather pump 











HAT the boy is father to the 

man is doubly true in busi- 

ness. We are just beginning to 
realize that it is good business to 
let our children know something 
about business. Where else, but in 
the youth of the land, can we find 
that big reservoir of talent that will 
be necessary to carry on the busi- 
ness life of the nation in the next 
generation? New blood, fresh ideas, 
health and stamina are injected 
into all businesses by the newcom- 
ers. Age is impatient with youth 
and youth is impatient with age, 
but there must be a common meet- 
ing ground, and where is a better 
Place for it than in the market 
places of the world. 


Boys and girls who are | 
| interested in the Lind- 
| bergh flight will enjoy 
the Eastman movie of 
this great event, which 
by 7. shown in our) 
Department, 
| Sith Froor—Saturday.. 








Here is how the Golden Rule Store, St. Paul, 
capitalized Children’s Day in its adver- 
tising. The names are those of the boys and girls 

who “manned” 


the store for a day 


Giving the youth a taste of busi- 
ness is not entirely a new idea. All 
over the country in the last few 
years there has been a movement 
to let youth have its day, in busi- 
ness and government. Children’s 
Day, June 18, was celebrated in 
many communities in the country 
by allowing the children to “run 
the works” for that one day. 
Through the instrumentality of the 
Boy Scout, Girl Scout and Campfire 
Girls’ organizations the cities were 
turned over to the boys and girls. 
Boys acted as mayors, judges, po- 
lice, all city officials, and replaced 
the regular executives in many 
lines of business. 

In St. Paul about 200 boys and 
girls were brough into the Golden 
Rule store and conducted the busi- 
ness for the day. The store capi- 
talized this in a large advertise- 
ment earlier in the week, printing 
a complete list of the children who 
were selected to occupy various po- 
sitions for the day. 

Thus it was that young Robert 
Heller became president and gen- 
eral manager of the store for the 
day, Jack Wentling became vice- 
president, and so on. Six boys 
manned the shoe departments, Wal- 
ter May and Donald Copley acting as 
managers. The salesmen were Ray- 
mond Doyle, Robert Hoye, Stanley 
Ridley and Paul Sauber. 

Hooking up with various organ- 


Giving the Youngsters 
a Chance to See the 
Wheels Go Round 
Builds Foundation 


for Future 


such as the Boy Scouts, 
Campfire Girls, Junior League, or 
similar bodies, is a most fruitful 
method of getting the younger folks 
interested in your store. In New 
York City, many of the merchants 
run fashion shows in their stores 
under the auspices of these organ- 
izations of younger folks, with most 
excellent results. Sometimes a paid 
admission is charged, and this 
money, of course, goes to the organ- 
ization. The merchant gets his re- 
turn through increased trade and a 
certain amount of publicity. 


izations, 


ERHAPS, after all, the publicity 

end of these features is the big 
end. The doings of these organiza- 
tions are always good news and the 
newspapers play up their activities 
strongly. If you can put on some 
activity in connection with these or- 
ganizations, you reap just that much 
extra publicity, and it is mighty 
good publicity, too. 

The idea works especially well 
with the younger element. It is 
much easier, for example, to induce 
the younger boys and girls to come 
into your store and act as sales- 
people for a day or a week than it 
would be to get older people to do 
it. Besides, according to merchants 
who have engaged in such activities, 
the youngsters actually do some 
work when so engaged, while the 
older folks take it more or less as 
a lark and, instead of applying them- 
selves to the task at hand, are likely 
to spend their time gossiping with 
their friends who call on them. 
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BIACK PREDOMINATES 
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Black, as a daytime style note for F 
unt! 


women, has returned to favor. 


‘attr; 
Its restoration emphasizes the 


trend toward stability in produc. 


tion, a need foreseen and urged 

Shoe made of Ohio Leather Co. 
Black Ohio Calf 
Shown by courtesy of 


The Stetson Shoe Co., Inc. 
South Weymouth, Mass. 





by many large-visioned manufac. 





turers. The revival of black is 











Y consonant with the increased de. 





mand for welts and the renewed 


popularity of the Cuban heel. 





Shoe made of Ohio Leather Co. 
Black Ohio Calf 
Shown by courtesy of 


Geo. E. Keith Company 
Campello, Brockton, Mass. 


Shoe made of Ohio Leather Co. 
Kaffor Kid 
Shown by courtesy of 


Bes cl Thompson Bros. Shoe Co. 
FOR QUALITY Campello, Brockton, Mass. 
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N| LEADING LINES FOR PALL 
















m \ Kaffor Kid 


Shown by courtesy of 


Company 
Cincinnati, Ohio 


Oa 


Shoe made of Ohio Leather Co. 
Luxor Patent Leather 
Shown by courtesy of 
The Rickard Shoe Co 
Haverhill, Mass. 


I Both manufacturer and merchant 
7 ‘endorse Luxor Patent Leather and 
| the popular calf leathers: Kaffor 
\ Kid, Black Ohio Calf and Biack 
| Suede. 





All four share in the merits of 
te for F 


‘uniformity, sound coloring, and 
‘avot. ee 

h ‘attractive finishes which render 
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‘black so smart. 
oduc- 
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Shoe made of Ohio Leather Co. 
Kaffor Kid 
Shown by courtesy of 
The Selhv Shoe Co. 


Portsmouth, Ohio 


i 


he OHIO LEATHER, COMPANY 


- GIRARD OHIO 

















Shoe made of Ohio Leather Co. 


The Val Duttenhofer Sons 
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THE LAND OF THE MIDNIGHT SUN 


Where for six months of the year the sun never sets 


Te sun has never set on the superiority of VULCO-UNIT 
BOX TOES since their first introduction to the Shoe Trade. 
The present-day popularity and general use of VOULCO-UNIT BOX TOES 
is because shoe manufacturers everywhere have come to know that 
VULCO-UNIT BOX TOES are thoroughly dependable in every way. 


—<) (= <2 





THE GENUINE VULCO-UNIT BOX TOE IS.MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 


Largest Manufacturers of Box Toes in the World 
111 SUMMER.STREET - BOSTON 


Geo. A. Springmeier, Cincinnati Oscar F. Wright Co.; St. Louis 
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Patent Leather 
$4.25 
Midnight-Blue Kid. 
Brown Kid, with Reptile Trim. 
Brown Ooze (Cuban only) 
19/8 Spike—14/8 Cuban 
A——-B—C 
$4.60 


The demand for more beautiful shoes is 
definitely asserting itself—and those who 
are ready will side-step the stagnation 


snaiianss which always follows too long a period of 


Patent Leather : 
Black Satin plain patterns. 
$4.25 


Boome Gone The flash of color—the beauty of new 
ack Ooze 


¢ le 1 . . . 
eat gee lines—and the buying urge in women 


$4.60 ‘ — 
proves irresistible. 


I say these are shoes that will stimulate 


renewed activity and profit. 
Yours for Action! 
George M. Rosen, 
Gen'l Mgr. 
P. S.—Ready to ship, of course. 


Jeanne Mule Pump 
Midnight-Blue Kid 
Gun Metal Lustre 
Blue Flower Velvet 
Red Flower Velvet 
Brown Flower Ve'vet 
Black Flower Velvet 

$4.25 


nat MERCHANTS SHOE CO. 


Black Velvet 
Blue Velvet 


mei ree 57 Lincoln St. 
BOSTON, MASS. 


No initial orders for less.than 12 pairs 
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PUMPS, STEP-INS, COLONIALS in PATENT LEATHER and SATIN mean 


RHINESTONE BUCKLES 


First Showing of New Styles, Highest Quality, Prices Right 
“To Make a Smart Shoe Smarter” 


80 


eee rere eee eeeeeeeee 
Cee eeeereeeeeeeeeee 
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SEND US YOUR ORDERS FOR 
IMMEDIATE DELIVERY 


ae every 09 
( 


4 
“basic Saar 
HAVE YOU SEEN THE NEW 
“HOLD-TITE” BUCKLE 
HOLDER? 


Pj sf 
>< 


es 
€ 


1 RN RS Ep =. 


eS 


ry 





Write Us For Information 
$1.75 per Pait 


rrr ers ee ee $2.25 per Pair 3 Cocrccccrcveccccccccs 


ABE MANHEIMER & C 


COOK AT TAYLOR 


ST. LOUIS, MoO. 
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This trademark 
on every sole 


} per Pair 











=, an ape psaeed i A corner in the Shoe Department of the Otto Blanke Clothing Co, 
styles of Goodyear’s Welts Milwaukee, Wis. 

and Stitchdowns carried in 
stock which comprise the 
KINDER-GARTEN Line. 


“A customer sold on 


Kinder-Gartens is sold forever” 


—says this dealer 


(and his 30% increase in Kinder-Garten sales proves it!) 


“It has beena good many yearssince _derful help to us in our shoe depart- 
KINDER-GARTEN Shoes found their ment.” 

way into our store. They are shoes (Though for many years a good 
for children and growing girls and customer of ours, Otto Blanke’s 
once you sell them to customers orders to us during the past twelve 
they are sold forever. months have increased 30% over 
‘*KINDER-GARTEN shoes are attrac- _ the previous year. Can you imagine 
tive in every way; their style, fit a better indication of the steadily 
and patternshavealwaysmadethem increasing value and attractiveness 
ready sellers. They have beena won- __ of our new styles?) 


FARGO-HALLOWELL SHOE CO.,1701 N. Robey St.,Chicago, Makers 
HAYNES HENSON SHOE CO., KNOXVILLE, TENNESSEE 


Distributors of “KINDER-GARTEN SHOES" for 
Tennessee, Kentucky, Georgia, Alabama, Virginia, W. Virginia, N. Carolina, S. Carolina, Mississippi 


ae KIINDIER“G/AIRITEN 
1 SHO 


3, MO. 


>) per pair 
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2048/38 


Delightfully 


Feminine! 


—with its large double pompom of 
ostrich plumes, black silk brocade and 
Skinner’s satin lining! It pays decid- 
edly well to display these temptingly 
beautiful and cozy slippers. 


No. B-2048/38—Apricot linings and trims $3.50 
No. B-2046/36—Copen linings and trims $3.50 
No. B2041/31—Lavender linings and trims $3.50 


In stock for immediate shipment 


The above is one example of slippers with spe- 
cial appeals for everyone in the family, in the 
popular line of 


They include a wide variety of cushion and 
turn sole slippers in leather, satin and felt. Our 
New Fall Catalog shows these many styles in 
quality and popular-priced numbers. Your copy 
is waiting to be forwarded! 





New Patented Arch Support for 
Soft-Soled Slippers 


A flexible yielding support that provides the last 
degree of comfort in soft-soled slippers. This is an 
exclusive feature to be had only in soft-soled Cosy 
Toe Slippers. 











Robertson Shoe Co. 
1627 East Hennepin Ave., Minneapolis, Minn. 
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A skived leather shank 
piece reinforced with 
resilient spring steel—a 
plump outsole and extra 
tough, double thick insole 
—an ideal construction 
made possible through 
hand pegging. 


with ordinary 
arch support shoe 
construction! 


Here is a shank that won’t break down no 
matter how heavy the man or how weak his 
arches. 

Here is an instep that fits snug and stays 
snug because it is double lasted. 

Here is comfort that will be a revelation to 
a man who has suffered with arch weakness. 
Here is practical protection for arches that 
haven’t yet weakened. 


No. 29 
Black Calf Copeg Arch Bal Oxford 
Knox last—single sole—rubber hee!. I: 
Stock—A, 8/12; B, 7/12; C, 6/11: D 
_.. here 


20 


“opt GA ARG q 


DIFFERENTLY BUILT 


ao *, a 
2 
| ay 


sng 
The Copeland & Ryder 


JEFFERSON WIS. 
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REPTILIAN S! 


New Patterns in Stock 





HE nation-wide popularity of Reptilian 
effects in shoes is growing by leaps and 
bounds. Your wants immediately 

cared for by us. INSTANT DELIVERY 
of these beautiful, accurate fitting and 
attractive new styles. 





a GLORIA GLORIA 
Treadeasy Arch Support. i 
Styl B431—Medi Dark Ta Treadeasy Arch Support. 
bt A aerate Style BS74— Alligator Calf. .85.50 
Caleutta Lizard Underlay. Last 447. Button Ornament to Match. Last 7, 
Heel 1344 Rubber Lift. Heel 14/8 Cuban Wood. 
AAA-D—Sizes to 9. AAA-D—Sizes to 9. 





ORDER TODAY 


: ‘ 
> . 
t \ 3 < } 
JANEY BETSY , 
Light Wet Light We't 
Style BSSG—Alligator Calf. .84.65 Style BSS7—Alligator Calf. .84.65 . 
Last 24, Heel Rubber Lift 12/8. Last 20, Heel 9%/8 Rubber Lift. 


AA-C—Sizes to 8. AA-C—Sizes to 8. 




















/P. W. MINOR & SON, Inc. 


BATAVIA, N. Y. 
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presents the very latest conceit 


- from Paris—feathered boudoirs. 
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Keg. Trade Mark 


Smart American women, returning 
from Europe, have already been photo- 
graphed, on shipboard and at races and 
polo matches, wearing millinery and 
dress decorations of feathers. The 
feathered creation is the sensation of 
the season— 


Chanteclair——= 








Here is the typical origination from 
the CHANTECLAIR line imported 
by GOLO. 


Patents Pending 


All beautifully blended, softly colored 
Chanteclair feathers. All iypes of 
boudoir slippers comprise the Chante- 
clair line, which is now in-stock. Be 
sure to see it. 








GOLO SLIPPER COMPANY 
129 Duane St., New York 
Chicago Branch Sales Office: 


1634 Republic Bldg. 








IMPORTANT 


NOTICE 


To the Trade 


ELCO 
SHANK STIFFENER 


(Underside view) 


On: Tuesday, Sept. 13th, 1927, 
U. S. Patent No. 1,642,362 was 
granted to Elco Shoe Manufac- 
turers, Inc., for an improved shank 


stiffener. 


This covers the well known and im- 
proved Arch Fitting shoe construc- 
tion which has found great popular- 
ity in the trade and which has also 


been extensively copied. 


The trade is hereby notified that it 
is unlawful to manufacture or sell 
any shoes embodying this improved 
shank stiffener without the express 
permission or license of the Elco 
Shoe Manufacturers, Inc., and legal 
steps will be taken to enforce the 
exclusive rights of the Elco Shoe 
Manufacturers, Inc., in this con- 


struction. 


ELCO SHOE MANUFACTURERS, INC. 


73-81 Stone Avenue 
Brooklyn, N. Y. 


Makers of Ladies’ Fine Footwear 











r 
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Editor BOOT and SHOE RECORDER 


Says —_— in his September Outlook —~ 


The Public Must Be Told 


“The public should be told very definitely that 
the thing to do is to buy the best shoe that can 
be afforded, and to take care of it after it is 


bought.” 


We say — ee 


The public must also be told how 
well Miller Trees preserve the shoes. 
What better service can you do your 
customers—and yourself—than to 
explain how quickly Miller Trees 
are adjusted—how well-groomed 
they keep your shoes—and how a 
few pairs pay for themselves in a 


short time. 


There's easy profit in shoe trees. 


QO. A. MILLER 


TREEING MACHINE CO. 
BROCKTON, MASS. 
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AUCTION 


Sale of Navy Surplus and Surveyed Material 
by Public Auction at the 
Navy Yard, New York, N. Y. 
AT 10:00 A. M. 


October 25, 1927 

The following material will be offered: 

9,500 pr. Shoes 

a — of Metals, Pipe and Boiler Tubes 

Sma oats; Boat and Ship Fittings 

Clothing; Office Sqeomant: Tools 

Smokeless Powder; Furniture; Machinery 

Radio and Electrical juipment 
Catalog 629-A contains all a le details and description, terms 
of sale, etc., and may be obtained from the Supply Officer, Navy 
Yard, New York, N. Y., Officer-in-Charge, Naval Supply Depot, 
Brooklyn, N. Y., or the 


Bureau of Supplies and Accounts 
NAVY DEPARTMENT, WASHINGTON, D. ©. 











Sensible and Standard — 


Our customers know Greeley Boudoirs 
are always good, sensible, standard 
house slippers, made in black or colored 
kid with leather or rub- 
ber heels. If your jobber 


has not got them—write 
or wire us direct. 
Deliveries At Once 
REGISTERED U.S. J PAT. OFFICE 


Yor Smart Shoes 


Detachable jeweled metal straps 
that clasp the pump on either 
side, arching over the instep and 
flexing with each movement of 


the foot. 


In the show window, in the dis- 
play case— wherever Opera 
Pumps are displayed—Spans are 
proving themselves the sensation 
of the season. 


This new and original specialty 
for the shoe dealer sells itself and 
sells the Opera Pump that it so 


gracefully spans. 
S but not - d 
Sse terete ve Luiproved, 
1 
— Recorder Selling Messages 
a WITH YOUR ORDER 
SE? Spems am silty quested by 4 beautiful gold or silver two-tone polychrome easels 














——_ < Pang dl “mo with your store initials hand embossed. 
ee a ee EACH MONTH FOR A YEAR 


8 handsome hand designed and strikingly decorated 
cards, each with a real up-to-the-minute selling message. 


mA pun #02 tm oe 
2 Sih 100 sent every sixty days to harmonize with cards. 


ORDER NOW 


Reg’d. 


Recorder Show Card Department 
189: W. Madison St., Chicago, Illinois 
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|The More Styles, ‘The More Sales 


This Is the Theory on Which Paul's, of San 
Antonio, Goes After the Flapper Trade 


LONG time ago some learned 
(\. person remarked that Youth 
A must be served. That doesn’t 
fer to the question of merchandis- 
ng, everybody knows, but neverthe- 
ess few will deny that the same 
philosophy is a bull’s eye when ap- 
plied to the business of selling shoes 
n these piping times. 
Verily, youth must be served. And 
n this city, so far as shoes are con- 
erned, Paul’s is serving les jeunes 
illes in 2 manner that calls for more 
an passing notice; for it has re- 
uired only about one year for this 
tore to build up to a position of 
reeminence in the flapper trade. 
t was opened Sept. 7, 1926. 
* And another noteworthy fact is 
hat while novelty “chicken shoes” 
alore are presented with great en- 
erprise, it is done with a pleasing 
ignity that is not to be surpassed 
n any shop in the city. 
With this store it has been a case 
if knowing the trade and giving the 
ade what it wants, as a few min- 
es with S. W. Laughlin, the man- 
ger, will show in a convincing way. 
To begin with, Paul’s shoes talk 
» the flapper in her own language— 
mimation, variety, color. The store 
ocks regularly about 300 styles, 
md with but few exceptions they 
ave strong novelty appeal. Stock is 
ppt moving at a brisk pace, and 
hen any number 
ins as long as 
bree weeks without 
eating a good de- 
and, salesmen are 
fered a special 
mmission on its 
ale. And the 
bung miss does not 
ave to stand on tip- 
to reach the 
ice of what she 
ants at Paul’s, for 
erything is sold at 
b always. 







A NY number of 

things may con- 
fibute to the suc- 
88 of a shoe store,” 
id Mr. Laughlin 
discussing his 
wing business, 
it I should say 

















that, in the order of importance— 
in my case, at least—window dis- 
plays come first. A business can’t 
grow very well without an increas- 
ing number of customers, and good 
windows have brought more new 
business into this store than any 
other means of advertising. 

“I am particular almost to the 
point of fanaticism about my win- 
dows. The store has a beautiful 
front, an excellent spread of display 
cases, and I believe in making the 
most of them. The first rule is that 
they must be as clean as new, always. 
They must at all times be alive with 
color, but there must never be even 
the slightest suggestion of garish- 
ness; nothing flashy. No matter 
how extreme the novelties or color- 
ful the patterns, they must always 
be displayed with the dignity which 
is characteristic of this store. 

“I not only try to make my win- 
dows the most attractive in the city, 
but I keep them fresh from the 
standpoint of variety. There’s only 
one way to do that—change them 
often. I usually change mine twice 
a week, and I never let them go for 
longer than a single week without 
changing. 

“You understand, variety, color 
and animation appeal to the younger 
trade. We give it to them as 


strongly as we can through our 








best advertising medium—our dis- 
play windows. 

“And I must not forget our door 
display stand—a low semicircular 
stand which is placed just within the 
main entrance after the store is 
closed at night. Each night some 
new model is displayed there, and 
rarely a day passes that we do not 
have numerous calls for the pattern 
featured in this display on the night 
before.” 


ROM windows Mr. Laughlin 

turned his conversation to what 
he considers the second important 
element in the success of Paul’s, 
which is the handling of customers. 

“In my eyes the most important 
man in the store is the floor man,” 
he continued. “It usually is his 
manner of receiving a customer that 
molds her impression of the place— 
and first impressions are lasting. In 
this store it is the floor man’s duty 
to greet each customer in a dignified 
and cheerful manner as she enters 
the door and to conduct her to a 
seat. At this point a little bit of 
psychology enters. For after the 
floor man has seated a customer he 
does not call any salesman who hap- 
pens to be unengaged at the moment, 
but selects the one whom he thinks 
has the best qualifications necessary 
to make that particular sale a suc- 


_ cess. 
“As for our sales- 
men_ themselves, 


they are all young, 
clean-cut, well-man- 
nered men. We will 
have no glooms or 
shoddy individuals, 
who would strike 
an immediately ap- 
parent discordant 
note in this bright 
and cheerful estab- 
lishment. 

“Our men work 
on commission. It 
is a strong incen- 
tive to greater sales 
productivity. For 
one thing, they are 
extremely particular 
about building up 
their call trade.” 
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Mark Up 


It has always been our policy to encourage retailers to secure an 
adequate mark-up. 

Too many retailers make the mistake of basing their retail price 
upon the cost of the merchandise, instead of basing it upon the worth 


of the merchandise. 


Wilbur Coon Shoes are good shoes. Our overhead and distribut- 
ing costs are such that we can pack a lot of quality into them, yet 
keep prices moderate. 


Is there, then, any necessity for seeing how closely they can be 
retailed? 
We do not think so; in fact, we believe they should carry more 


than the average mark-up, for featured on the basis of their fitting 
qualities, considerable capital is involved carrying sufficient sizes 


and widths. 

Further, a well grounded knowledge of feet and shoes is required 
in fitting them, and since you are performing a service when fitting 
a “hard-to-fit” foot perfectly, it is only fair and just that you be 
properly compensated for your services. 


Why this unselfish interest in the welfare of the retailer? 


Our interest is not unselfish. More and more retailers are discovering 
that the acid test of any line is the profit it nets; not the volume it 


grosses. 


We want Wilbur Coon Shoes the leader among your profit 
producing lines. - 
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Who's Who on the Road 


The Successful Shoe Traveler Is a Good 
Merchandising Counsellor 


HE Indiana Shoe Travelers’ Associ- 

ation recently changed headquar- 
ters, which for the past eight years 
had been at the Dennison Hotel, In- 
dianapolis, to Room 1204, the Severin 
Hotel, one block from the Union Depot. 
President Lucas invites all visiting shoe 
salesmen to make the new headquar- 
ters their home when in the big In- 
diana city. 


OHN S. WHIT- 

TEMORE, of 
Newton, Mass., 
who represents 
Krippendorf - Ditt- 
man Co. in New 
England and New 
York, left Boston 
last week on a 
trip to “The Em- 
pire State.” Mr. 
Whittemore will 
attend the New 
York State Shoe 
Retailers’ Associa- 
tion “meet,” sched- 
uled for Niagara Falls, Oct. 3 and 4, 
where he will show his new line at the 
Hotel Niagara. Mr. Whittemore will be 
away from “The Hub” about a month. 
Mr. Whittemore says that he is selling 
“lots of browns, and lots of suedes; that 
brown kid is good and so is black suede 
and patent leather. Of heel heights, 
14/8 heel is the favorite, and in pat- 
terns, the one-straps lead, although 
Colonials in patent leather, with 16/8 
heels, are quick sellers.” 


Be DUFFY has joined the sales- 
force of the Moore Shoe Co. of St. 
Louis, and will represent this house in 
Southern Illinois, Missouri, Kansas, 
and Nebraska. 


John S. Whittemore 


ID McCLANA- 


joined the 
Nettleton Co. sales- 
force and will 
cover the Chicago 
territory, formerly 
made by Salesman 
Rogers. W. E. 
Wilson, who for- 
merly sold the 
French, Shriner & 
Urner line, _ will 
now represent the 
E. Nettleton 


Wilson are thoroughly experienced and 
practical shoemen and are convincingly 
sold on the merits of modern merchan- 
lising methods in connection with the 
tailing of men’s fine shoes. 


By HELEN M. HANEY 


ft 


Arthur La Bonte 
who represents the Lape & 
Adler Co. in New England 
and Northeastern New York 





SALESMEN ARE MERCHAN- 
DISING MEN 


(From a recent message of Henry W. 
Cook, President of The A. E. Nettle- 
ton Co. to his salesforce) 


It will be the salesmen who 
are most alert to the opportuni- 
ties of aiding their customers in 
local merchandising problems 
who will make the best showing 
this fall. 

The whole problem of selling 
has so entirely changed in the 
last few years that successful 
salesmen have of necessity be- 
come merchandising men. 

Every one of you salesmen I 
am sure know this condition and 
have prepared yourselves to meet 
the situation squarely and with 
results. 











BEX TEASDALE has joined the 
Marion Shoe Co.’s salesforce. Mr. 
Teasdale was connected with the 
Huckins & Temple Shoe Co. of Milford, 
Mass., until the time they discontinued 
business, some six months ago. He 
sold the volume trade in Chicago and 
in Illinois, Indiana and Ohio. For the 
past six months, he has been styling a 
line of collegiate models for the Flors- 
heim Shoe Co. Mr. Teasdale will con- 
tinue to make his headquarters in 
Chicago, Room 1532, Republic Build- 
ing. The Marion Shoe Co. has built 
a line of samples for him which are 
especially adapted to his old trade 
whom he formerly covered with the 
Huckins & Temple line. 


recently 


H. HOFFPAUER has 

¢ joined the salesforce of the Capitol 

-He will cover Mary- 

land, Virginia, West Virginia, North 
Carolina, and South Carolina. 


Shoemakers, Inc. 


OE KALISKY of Chicago, who rep- 

resents the Thompson Bros. Shoe 
Co., made a trip to the Brockton and 
Boston Districts recently to talk over 
his new samples and sales plans. Mr. 
Kalisky visited the N. S. T. A. office, 
and then after a chat with the Na- 
tional Secretary took the train straight 
through to Michigan, with his first stop 
scheduled for Sault Ste Marie. 


P. RICH- 
'° AE DPD &, 
known to the trade 
as Dick Richards, 
recently assumed 
his new duties as 
specialty salesman 
for the Sunlight 
plant—a_ factory 
direct proposition 
—owned by the 
Hamilton-B rown 
Shoe Co. Mr. Rich- 
ards, for five years, 
represented the 
Utz & Dunn Co., 
and for the past year represented the 
Lape & Adler Co., but left them to go 
back to his “first love” in the shoe 
business—the Hamilton-Brown folks. 
It was with this last-named house that 
he received his training in the indus- 
try in his younger days. Mr. Richards 
will have his own private sample room 
at the Hamilton-Brown Shoe Co.’s 
Boston headquarters, 606 Atlantic 
Ave., where his line will be on dis- 
play at all times. He will cover the 
entire East, which he will work in con- 
junction with some of the general line 
salesmen of this house who sell the 
better class of customers in their re- 
spective territories. Mr. Richards says: 
“This Sunlight Factory line is both 
attractive and well planned.” 


4. P. Richards 


N. SYLVES- 

* TER, the 
new salesmanager 
for the Nature 
Footwear Corpo- 
ration, is now out 
on the road, cover- 
ing the larger 
cities of the coun- 
try. Mr. Sylvester 
reports an excel- 
lent reception by 
the merchants of 
this new idea in 
children’s foot- 
wear. Mr. Sylves- 
ter is well known to the shoe trade with 
which he has been connected for many 
years. “Unusual, ‘different,’ and with 
a real mission to perform” is the way 
Mr. Sylvester describes this line of 
“Doctor’s Choice” shoes, made by the 
Nature Footwear Corp. of Bangor, Me. 


(Photo by Waid) 
P. N. Sylvester 













]f this story appeals to you 
write us to-day about 
YOURSELF 


One of the greatest joys of my life is 
the knowledge that our Company 
has given hundreds of men their 
“big opportunity.” This joy in- 
creases as I realize that the growth 
of the organization and its further 
expansion increases the number 
of these opportunities. 


BB re enc ears ago, at the age of 26, with savings 
of $500 mead as a clerk, J. C. Penney opened a cash- 
and-carry store in Kemmerer, Wyoming. 

It was a small store, on a side street, in a small mining 
town. Everybody predicted failure. But that little store sold 
$29,000 worth of merchandise the first year. Mr. Penney did 
not own the store, but he was manager and had an interest. 

“The owners gave me their confidence and a share in the 
profits, and the store has prospered,” he thought. “Why 
wouldn’t the same plan work with other men?” 

So he bought out his partners and opened two new 
stores. He put in as managers men who had worked for 
him as clerks. He let them have an interest. Under his 
guidance he let them fight their own battles, work out their 
own salvation, just as he had done. 

One after another, young men went out to new stores, 
proved their mettle wi rose to prosperity. To-day the chain 
of J. C. Penney Company department stores—still on a cash- 
and-carry basis—is the largest in the world. That first store 
has grown to 885 stores. The $29,000 sales of the first 
year have grown to $150,000,000 this year. 

This story may ey : you to picture the sort of ee. 
ity the J. C. Penney Company offers young men who start 
with it now. We are constantly opening new stores and 
needing young men who can be trained-to eae gs them 
and become co-partners. We do the training and supply 
all capital. The starting salary is good, the rewards of man- 
won are salary p/us a share in the profits of your store 
ned an y maaan to share in the profits of a// the J. C. 

enney Company stores. 

What we require is experience in selling men’s wear, 
eon or shoes, age from 25 to 35, a good education 
and a determination to be a first-class modern merchant. 
When we say there is no limit to the success such men may 
attain, we mean just that. 

If you are interested in this story and what it may mean 
for you, you are invited to write us confidentially. Give your 
age and experience and ask for our new booklet, ‘Your 
Next Ten Years.” 

Address personally Wm. M. Bushnell at our New York 
office or E. M. DeMoss at our St. Louis office—whichever is 
nearer you. 


The J.C. PENNEY Company 


330 West 34th St., New York City, Room 1502C 
1010 Pine St., St. Louis, Mo., Room 1049C 
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Don’t Fool Yourself— 
Mothers Know Quality 


If you want to convince 
yourself that the average 
Mother knows quality, try 
this little test. Show the 
next one that comes into 
your store two children’s 
shoes of the same general 
appearance. Then see which 
one she chooses—it will in- 
variably be the quality shoe 
and nine chances out of ten, 
she will buy it—for what 
Mother doesn’t want her 
children to have the best the 
market affords? 


Cantilever Shoes are the 
quality product you should 
feature, because they em- 
body all the fine points of 
quality. Many dealers call 
them ‘The best fitting juve- 
nile shoes in America.” 


Send for the new illustrated 
stock sheet No. 1. 


Cantilever Corporation 


410 Willoughby Avenue 
Brooklyn, N. Y. 
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AMES P. SMITH, sales manager for 

_ the Peck Shoe Co., Worcester, Mass., 
announces the recent arrival, via the 
Phillips House of the Massachusetts 
General Hospital, of a very lovely, and 
very young, lady—weight at birth, nine 
pounds, four ounces. “Mother and 
baby are just fine,” writes Jim. This 
is Mr. Smith’s second daughter—his 
other little girl is about two years old. 


LLIAM J. MILLER, Chairman 

of the Philadelphia Shoe Travel- 
ers’ Association Employment Commit- 
tee, and Sales Manager for the Hamil- 
ton-Brown Shoe Co. in the Phila- 
delphia, Southeastern Pennsylvania, 
and Southern New Jersey Districts; 
also a member of the advisory board 
of the Boston Branch, Hamilton-Brown 
Shoe Co., with sales office at Room 320 
Forrest Building, made a flying trip 
to the Boston Branch of his house last 
week, for the purpose of giving a sales 
talk on “Business Co-operation.” 


RANK HIGGINS, who sells the Bell 

chain of factories in Maine, came 
back from a trip recently with a report 
that shoe business is good all the way 
to Texas; that the Mississippi Valley 
is recovering from its flood, but that 
some sections continue in need of aid; 
that the government should take steps 
to control another great flood is a 
common demand. Sales never were 
better, and the Bell factories are oper- 
ating to capacity, says Mr. Higgins. 


(C BABLES E. TODD of Columbus, 
Ohio, who is one of the best known 
shoe salesmen in the Middle West and 
who has been carrying the line of the 
E. T. Shoe Co. of Elizabethtown, Pa., 
for several seasons will soon leave for 
his territory, Ohio and Indiana. The 
line consists of men’s welts.—U.T.P.S. 


OUIS E. TIMSON, who sells the 

Timson Bros. Shoe Co.’s line, left 
recently for a business and pleasure 
trip to the Pacific Coast. This journey 
is just a little off Louis’ “beat” of late, 
as his territory is the main line from 
Boston to New York, including south- 
ey Massachusetts and Rhode 
Siand. 


‘THE Excelsior Shoe Co. has recently 
held one of the most interesting and 
constructive sales conferences in the 


history of this house. This was held 
at the company’s plant in Portsmouth. 
John E. Williams, founder of the Ex- 
celsior Shoe Co., made the opening ad- 
dress. Practically all sections of the 
United States were represented by 
salesmen of known ability, who through 
the inspiration of the founder feel a 
personal interest in the success of the 
organization, and who have registered 
a sales year never before equaled by 
the Excelsior Shoe Co. Among those 
in attendance at the conference were: 
W. E. Hensley, Kansas City, Mo.; Alan 
Moore, Philadelphia; Joseph Wasser- 
burger, New York; Joseph Schwartz, 
New York; L. E. Bingell, Pittsburgh; 
Gordon rg | Cincinnati; M. L. 
Clark, Boston; F. W. Johnson, Brock- 
ton; J. L. Brevard, Birmingham; E. C. 
Williams, Los Angeles; D. C. Williams, 
Cleveland; Otto Friebel, Springfield, 
Ill.; B. L. Calloway, Dallas, Tex.; B 
H. Reynolds, Grinnell, Iowa. General 
Manager Schmid discussed the business 
of the coming year and the sale of 
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men’s, boys’ and children’s shoes, and 
spoke of the officially accepted Boy 
Scout footwear manufactured by the 
company, which also makes the Grant 
Flexated shoe. Sales problems were 
discussed, reports were made, and the 
factory and lines inspected. Talks on 
stock shoes, including the new line of 
men’s stock shoes, developed many 
points of interest in the line which the 
salesmen will present to the trade the 
coming season. A study of the new 
Scout styles and a talk on advertising 
were given. Among the entertainment 
features of the “get together” was a 
baseball game on the Game Preserve 
between the superintendents and fore- 
men and the salesmen, the score ending 
19 to 5 in favor of the superintendents 
and foremen. 


W E. SUNDELL of Mason City, 
* Iowa, who travels the Northwest 
for the Pontiac Shoe Mfg. Co., passed 
away recently at his home after a brief 
illness. Mr. Sundell was about 65 years 
old. He was a member of the N. S. 
T. A., through the Northwestern Shoe 
Travelers Association and was insured 
in the group life insurance feature of 
the N. S. T. A., for $1,000. 


H. B. Bohr, Arch Rest Stylist, 

and W. F. Marr, salesmanager 

for the Irving Drew Co., two men 

who were prominent at the re- 

cently held sales convention of 
this house. 


Ts Edwin Clapp Co.’s recently held 
semi-annual conference was inau- 
gurated with a trip: through the fac- 
tory. A conference on “Advertising,” 
led by Shelton R. Houx, director of 
publicity, followed. The sales confer- 
ence was conducted by William A. 
Hodges, sales manager. Two half days 
were devoted to a style discussion, led 
by Edwin Clapp Lincoln. The concen- 
sus of opinion was that this season’s 
samples are more beautiful and show 
an even wider style range than ever be- 
fore. One afternoon was given over to 
golf, the salesmen were “teamed up” 
and spent the six hours or more on 
the links. The golf game was followed 
by “The Salesmen’s Getaway Dinner.” 
The Edwin Clapp banquet hall was 


93 


artistically decorated, and at the close 
of the dinner Horace R. Drinkwater, 
treasurer, welcomed the guests and in- 
troduced George W. R. Hill, vice-presi- 
dent of the Boot AND SHOE RECORDER. 
Mr. Hill read “Darius Green and His 
Flying Machine.” Though written in 
fun, by John T. Trowbridge, many 
years ago, this old poem was astonish- 
ingly prophetic and Mr. Hill’s rendi- 
tion was most pleasing. Mr. Marma- 
duke Pearson of the Armour Leather 
Company talked convincingly of the 
conditions of the hide and outer sole 
leather markets and his grasp of facts 
and figures was most enlightening. 
Harry F. Malloy, vice-president of the 
Shoe Retailer, gave, in pleasing style, 
valuable sales information. William 
Bennett of Hide and Leather followed 
Mr. Malloy and told a most interesting 
story of the experiences of a shoe trav- 
eler in Holland. Harry Gassett of the 
Harris Wheaton Leather Company 
brought the greetings of his company 
and gave a most interesting talk on the 
inner sole situation. The next speaker 
was one who has been associated with 
Edwin Clapp shoes since his boyhood 
days, when he was first employed by 
Edwin Clapp, founder of Edwin Clapp 
& Son, Thomas F. Greaney, foreman of 
the lasting room. “Tommy,” as he is 
called by all who know him, responded 
in behalf of the employees and assured 
the salesmen and executives of the de- 
sire to constantly uphold and even im- 
prove the high standard of Edwin 
Clapp shoes, a desire that is felt by 
every employee. Donald W. Bolt, 
chairman of the Ways and Means 
Committee of the National Shoe Re- 
tailers’ Association, talked concerning 
the men’s shoe outlook. 


HE semi-annual sales conference of 

the Selby Shoe Co., held at the head- 
quarters of the company, was marked 
by much enthusiasm. There was only 
one absentee from the traveling sales 
force of 37, namely, A. Wolcott of Los 
Angeles, who was unable to attend be- 
cause of illness. The address of wel- 
come was delivered by George F. Selby, 
chairman of the board of directors; 
Roger A. Selby, president and general 
manager, and Doty, general 
sales manager, also spoke. J. M. 
Dodd, stylist of the company, discussed 
the shoe vogue for the next six months. 
Ross Donahue explained to the sales- 
men the new line of “Trupoise” shoes, 
which made its appearance at the con- 
ference. The question of advertising 
was taken up at length with Mark W. 
Selby, chairman of the meeting. M. L. 
Pernite of the Proctor-Collier Co., of 
Cincinnati, explained the modern meth- 
ods of advertising. A dinner to the 
salesmen and department managers of 
the company was given at the summer 
home of Roger A. Selby on Rosemount 
Road. Joseph Quinn, salesman from 
Sedalia, Mo., was called home because 
of the serious illness of his daughter. 
The salesmen left for their territories 
Sept. 10.—(UTPS). 


J. HARNEY, sales manager of 

@ the Flexridge Division, United 
States Shoe Co., has changed his sales 
office and home from Cleveland to Cin- 
cinnati. Mr. Harney will continue to 
travel for his house and when not 
traveling, he will be near the Flex- 
ridge factories, and will not only be 
in closer contact with headquarters, 
but with his salesforce, and the trade. 








BOOT AND SHOE RECORDER October 1, 1927 











Tan Calf! Alligator Calf! | Black Calf! 


“JUANITA” “DUCE” 


B-210—Black Velvet with 
Black Satin Strap and 
$4 B-213—All Black Velvet.$4.50 B-680—Patent 


“CLARE” “TAILLEUR” 
21/8 Heel Black Silk Ribbon Bow 


B-573—Black Satin 25 B-2 
B-682—Patent 50 B-572—Patent Leather... ~814—Patent 
B-218—Brown i B-733—Gun Metal Calf..$4.50 B-618—Black Velvet.... 4: B-215—Black Calf....... 
Calf $5.00 B-739—Patent Leather... 4.50 B-224—wWhite Satin 4. B-216—Black Velvet..... 
“CLARE” &, “ANGIE” “ALFA” “ARABY” 
Cuban and Spanish Heels \ ee Cuban and Spike Heels “Goodyear Welt” 
<2 S Covered Heel 


B-239—Patent Leather. ..85.00 
9—Black Calf (Cuban 


B-21 
Heel) $4.50 





B-212—Black Velvet (15/8 
Cuban) $4.25 SIZES 
AAA, 5% to 8 AA, 4% to 8 B-774—Patent (Cuban 
4.25 A,4to8 B,8%to8 O,3 to8 Heel) 4.5 ial dees eeih ciain 
Terms: Net Thirty Days B-662—Brown’ Alligator - ac t 
Twenty-five cents additional Calf (Cuban Heel) 5.00 Black Grain Calf Trim. .$5.00 
for orders of less than B-773—Patent (Spike B-199—Tan Calf with 
4.75 three pairs. 4.75 Grain Calf Trim 5 


THE MENIHAN COMPANY 


Pittsburgh Office: SHOEMAKERS FOR WOMEN New England Office: 
Draper. Hotel 


Henry Hotel - Roch N. Y U.S.A North 
ochester. e e oe Be = orthampton, Mass. 
W. A. BARNEY * . . r . om egg | gh MONTAGNE 
, 846 Marbridge Bldg. an Francisco ce: aza otel 
— rN OYLAN - ” H. §. KUSHINS 


- Ww.M 
Los Angeles Office: 107 East Sth Street 
Cc. E. VanDEGRIFT 


B-226— White Satin (15/8 
Spanish) 





Cleveland Office: 1599 Union Trust Bldg. 
A. F. JENKS 


i Office: Majestic Hotel Detroit Office: Book Cedillae Hotel 
Chicago TEK H. P. CALVEY 


F. J. SA 
Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


Send for Catalogue for Other Styles In Stock 
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Dempsey-Tunney Fight Fans 
Favored Black Shoes at Chicago 


Experts Clock Footwear and 
Register 1,000 Blacks to 
785 Tans: Women Wear 
Browns for Most Part 


Cuicaco, Itt.—Chicago was certain- 
ly “lively” on the evening of the twen- 
ty-second. The streets were thronged, 
the restaurants were filled to capacity, 
‘hotel lobbies were crowded with guests 
in gay, excited groups, and, above the 
. din of thousands of voices. the high- 
pitched cries of “scalpers” could be 
heard as they endeavored to “sell out” 
at reduced prices. Vendors were every- 
where selling all sorts of novelties. 
from tiny leather boxing gloves to nose- 
gays, as souvenirs of the fight. 

In spite of the army of fans on foot, 
a steady flow of taxicabs rolled over 
the viaducts leading to the stadium, 
and hundreds of fans arrived in luxuri- 
ous motors driven by liveried chauf- 
feurs. 

Between 7:30 and 8:30, two~ shoe 
men, equipped with little counting ma- 
chines, stood on a viaduct leading to 
Soldiers’ Field, directly opposite the 
Stevens Hotel, and “clicked off” by 
color the shoes of the passing throng. 
One counted the tans and the other 
counted the blacks, and this is how they 
ran: 1000 blacks to 785 tans—or prac- 
tically ten to eight in favor of blacks. 

While counting the shoes, note of the 
styles in dress was taken: 

The men, for the most part, wore 
dark suits in the new fall shades, soft 
felt hats in greens, tans and pearl; 
and, although a great many wore light- 
weight topcoats, most of them wore 
comfortable-looking overcoats of a sub- 
stantial weight to insure protection 
against fhe chill lake breeze that swept 
over the stadium. The indispensable 
binoculars, in leather cases, were, of 
course, slung over almost every mascu- 
line shoulder. These fans were out for 
a good time—and they looked it. 

The women who attended the fight 
Were unusually well-dressed. The 
great majority of them wore smartly 
tailored street costumes and snappy 
footwear in the new shades of tans 
and browns, or, in some instances, black 
Patent leather. But, a number of 
women who evidently insisted on 
dressing” for the occasion, wore fur 
coats over their dinner frocks, and 
black satin slippers trimmed with bril- 
liant buckles. 








In Defense of Style 


La Crosse, Wis.—Shoe fash- 
ions were defended as being the 
great adjuster in an editorial in 
a local paper here which discred- 
ited claims of chiropodists that the 
foot of the modern woman is de- 
veloping into something like a 
hoof because of the influence of 
high heels and related foot indis- 
cretions. 

If the feminine foot were 
changing form it would be self- 
evident after all these years, it 
was maintained, and the results 
of the excavations of archaeolo- 
gists of Ur who discovered vanity 
cases used by women thousands 
of years ago was made the basis 
for a hypothesis that the women 
of those times also wore high 
heels. This is confirmed, it was 
pointed out, in the observations 
of Isaiah who made particular 
mention of the daughters of Zion 
walking and “mincing” and mak- 
ing a tinkling with their. feet, a 
graphic description of the way 
women walk on high heels. 

That there is no such evidence 
of a change in the form of the 
foot is good assurance that the 
foot will not evolve into a hoof, it 
was stated, because in the course 
of years a normal balance is 
struck, fashion making high heels 
the vogue one year and low heels 
the vogue at another time, mak- 
ing an adjustment possible. 
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Tober Buys Beal’s 


DENVER, CoLo. (UTPS)—Tober’s, 
according to a recent announcement, 
have purchased Beal’s, one of Denver’s 
largest shoe stores, well-located on the 
principal business street. Sometime 
ago Beal’s acquired the second floor of 
the building they occupy, giving them a 
floor space second only to one other 
local shop. Convenient access is had 


to the upper floor through a modern | - 
The windows of this store | - 


elevator. 
are among the largest of Denver spe- 
cialty shops. A closing-out sale is in 
progress, with big reductions offered, 
Tober to take the lease and fixtures. 
Tober is recognized as one of Denver’s 
most aggressive shoe merchants, spe- 
cializing in medium priced footwear. 
He has two stores, one at 1519 Law- 
rence Street, and the other at 714 
Fifteenth Street, the new store on 
Sixteenth Street making a third. 





EVERY WEEK 





Eugene Kepler Killed 
in Auto Accident 


PeorIA, ILL.—Thrown through the 
windshield when the car swerved off the 
pavement on a straight stretch of road 
seven miles south of Dwight, IIL, 
Eugene Kepler, widely known shoe mer- 
chant of this city, was instantly killed. 

Mrs. Kepler, his wife; Mrs. William 
Deacon, wife of the manager of the 
Mayer Hotel, and Mrs. Vermillion Har- 
ris of Wichita, Kan., sister of Mrs. 
Kepler, were all injured. They will all 
recover. 

Mrs. Kepler was driving, the car, with 
her husband beside her in the front seat. 
A red lantern left by the side of the 
road caused the driver to swerve the 
machine and lose control of the car. 
The machine traveled for several hun- 
dred feet along the pavement, with 
Mrs. Kepler attempting to right it be- 
fore it ran off the pavement, turning 
over. 

The force of the sudden stop evident- 
ly threw Mr. Kepler through the wind- 
shield of the new large sedan. The car 
was smashed and the three women 
caught in the wreckage. It is believed 
the fall broke Mr. Kepler’s neck. 

Mr. Kepler was 54 years old and the 
owner of two shoe stores bearing his 
name. He was widely known in civic 
and club activities, being a member of 
virtually every club in the city, includ- 
ing the Elks, the Shrine, Creve Cceur, 
North Shore Country Ulub, Mount Haw- 
ley, Illinois Valley Yacht and Canoe 
Club and Optimists. He was born in 
Litchfield, Ill., going to Springfield, II1., 
when 9 years old. From there he moved 
to Peoria in 1891. 

He started at $15 a week as a shoe 
clerk, later becoming owner of three 
stores, one of which he recently sold. 
His first wife died in 1915. 

His widow, whom he married in 1921, 
is the only immediate relative to sur- 
vive him. He also leaves a nephew, 
Lind Dailey of Chicago. 

When the accident occurred the party 
was en route to New York City. 





| JOINT STYLE CONFER. 
| ENCE, NOVEMBER 1 


According to notices now being 
sent out by the National Boot 
and Shoe Manufacturers Asso- 
ciation, the next joint styles 
conference, to decide upon 
styles for the Spring season 
will be held at the Hotel Astor, 


Tuesday, November 1. 
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NOW IN STOCK 


Sizes on 
Arch-Aid Styles 


AA 7 to 12 
A. B. 6 to 12 
C. D. E. 5 to 12 


A 21 A ll 
MEKKA MERLIN 


Black Kid Blucher Oxford.... $6.25 


Black Calf Lace Oxford $6.25 A 12 


ae Same in Colored Kid $7.00 


Same style in Brown Calf $6.25 


A 23 
MENTONE 


MEKKA 
Black Calf Lace Oxford 


A 24 
Same style in Brown Calf Black Kid Blucher 


Write or wire for agency sales plan. 


Mapes By 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
Catalog of Menihan Arch-Aid Shoes 
Arch-Aid Styles for Women, made by 
on Request The Menihan Company 
Address Dept. 2 Rochester, N. Y. 
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Black Is Still Ahead 


In Cincinnati Stores 


CINCINNATI, OHIO—Business is very 
good in retail shoe circles here despite 
continued hot weather and the fall lines 
are moving well although retail mer- 
chants do not expect business to be at 
its best for a week or more. Next to 
black, the brown family is leading sales, 
especially in higher priced footwear. 
Satin is coming to the front and suede 
in black and brown is getting lots of 
attention. 

One of the most outstanding Smith- 
Kasson models is a black antelope one 
strap with Spanish heel and gray snake 
forming a horseshoe over the instep. 
This same pattern is carried out in 
brown suede and patent also in black 
suede and patent and is moving well, 
according to Manager J. B. Logan. 
Black is the biggest individual seller 
when taken in all grades, Mr. Logan 
said, but in better grade shoes, the 
brown family runs it a ‘neck and neck 
race. Black is being featured by the 
Smith-Kasson Company for dress and 
brown for street wear, Mr. Logan re- 
ported, and brown alligator and brown 
lizard are moving well for sport wear. 
Rhinestone straps are very popular 
and are being used extensively on plain 
patent pumps. 
' Approximately 65 per cent of sales 

of the College Bootery goes to black 
patent, Manager L. J. Nusslock said. 
Neither calf nor kid is moving to any 
extent, but satin is receiving plenty of 
attention. Suede is moving well and 
Mr. Nusslock expects velvets to be good 
later. 

The brown family is moving well for 
the H. & S. Pogue Company Shoe De- 
partment, according to Manager Voll- 
rath. Brown kid, calf and suede are 
all very strong, Mr. Vollrath said, and 
are expected to continue strong through 
fall and winter. Brown lizard and alli- 
gator are the best movers in the reptile 
family. Black is leading sales in the 
lower priced footwear, but Mr. Voll- 
rath said brown is the leader in the 
better grades. 


Bermudian Visits Boston 


Boston—Ernest M. Young of Young 
Bros., Hamilton, Bermuda, recently 
made his twenty-second consecutive 
annual trip to this market. While here 
he visited his old friend, John S. Whit- 
temore of Newton, Mass., and to- 
gether they motored along the South 
Shore of Massachusetts, and enjoyed 
the scenic beauties of Cape Cod. Mr. 
Young stayed in “The Hub” for about 
ten days. He reports that Young Bros. 
have completed the best summer’s busi- 
ness ever; he said that more and more 
are American tourists visiting Hamil- 
ton in the summer time, and so, with 
the usual large number of spring and 
fall guests, trade in his city is good 
all the year round. 


Harrold Store Opened 


BALTIMORE, Mp. (UTPS)—The Har- 
told Shoe Store, another addition to 
the exclusive shoe field of this city, has 
been formally opened at 403 West 
Pratt Street. The store, which is owned 
and operated by Harold Newman, car- 
mies men’s shoes exclusively. It makes 
a interesting addition to this field. 





Blacks Lead in Providence 


PROVIDENCE, R. I. (UTPS)—Arthur 
Abrams, manager of the Modern Shoe 
Store, this city, finds blacks heading the 
demand. For men he’s selling black 
oxfords, the old stand-by. Mr. Abrams 
believes the coming fall season will see 
less high shoes for men than last sea- 
son. This no doubt will increase the 
sales on gaiters for men. 

For ladies, black pumps with buckles 
and one-strap type also are selling at 
the head of the list. The incoming 
stock shows a trend for ties instead 
of buckles. 

Mr. Abrams is filling in the idle sea- 
son with sales which so far have gone 
very well. The real fall buying he is 
not expecting until the middle of Oc- 
tober or the first of November. 

While taiking with Mr. Abrams it 
was interesting to note the colors of 
the shoes being wrapped for customers. 
Out of every three pairs sold, two were 
blacks of some sort. 





‘ 


Ey The new 
FALL shoes are here 


They are in the new mode, these 
Martin & Martin shoes for Fall— 


the new mode characterized by 


a 


simplicity of design and 


beauty of fine leathers. x 


Martin & Martin, Chicago, empha- 
sized simplicity in this ad. 





E. B. Thirkield Dead 


FRANKLIN, OHIO (UTPS)—E. B. 
Thirkield, a partner in the firm of E. 
B. Thirkield & Son, one of the oldest 
general stores and shoe establishments 
in the Middle West, who had the dis- 
tinction of being connected with the 
company for 51 years, died at his late 
residence in Franklin recently at the 
age of 70 years. He was vice-president 
and general manager of the company, 
which position he held for about 40 
years. The Thirkield establishment 
was founded in 1832 by J. L. Thirkield, 
an uncle of the deceased. Soon after- 
wards E. B. Thirkield, a brother of the 
founder joined the firm and the name 
E. B. Thirkield & Sons was later taken 
as the official title of the firm. 

The deceased was well-known in or- 
ganization matters and always repre- 
sented the company in the various State 
associations. He was connected with 
the Ohio Valley Retail Shoe Dealers’ 
Association. He was formerly a direc- 
tor in the Ohio Retail Dry Goods As- 
sociation. He leaves two brothers, one 
of whom, C. F. Thirkield was as- 
sociated with him in business. The 
funeral services, held Sept. 15 were at- 
tended by well-known retailers from 
all parts of Ohio. 


Caradine Shop Being 
Completely Remodeled 


_MEMPHIs, TENN. (UTPS)—Exten- 
sive repairs and remodeling now in 
progress in the store of the Caradine 
Shoe Company, one of the leading local 
retailers, when completed will convert 
that store into one of the most uniquely 
arranged shops in this section of the 
country. 

The interior of the building is now 
being remodeled. An oval ceiling is 
being put in, shutting off the immense 
“dome” above the balcony. The new 
ceiling is being set at the sides upon 
the edges of the old balcony. 

The entire interior of the building 
is being refinished in textone, which 
will improve the general appearance 
of the place. Offices of the company 
will be installed on the balcony at the 
rear of the building, out of view of the 
salesroom. The bundle-wrapping force 
also will be installed in the rear of the 
building and conveyors will be used to 
carry the bundles back and forth from 
the counters to the wrapping room. 
New fixtures are being installed 
throughout the store. 


Tidewater Men Meet 


RICHMOND, VA. (UTPS)—“‘Shoe 
Craft” was the subject of a talk by 
Ralph H. Platt of Philadelphia, before 
the monthly meeting of the Tidewater 
Retail Shoe Dealers Association re- 
cently. Mr. Platt is a representative 
of the Middle Atlantic Retail Shoe 
Dealers Association. The meeting was 
held in the Central Shoe Store, Ports- 
mouth, with C. L. Bonney, president of 
the association presiding. 

Other officers present were: George 
W. Wray, secretary, and Joseph F. 
Jones, treasurer. The next meeting 
will take place on the second Tuesday 
in October at the store of Joseph F. 
Jones & Company on Church Street, 
Norfolk. 
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Styleful Corrective Welts— 
Decidedly Profitable 
at $5 


Merchants double and redouble their initial orders for our hand- 

some corrective welt models—built on a combination last to retail 

at $5. In the vogue and modest in price, they are just what women = ne 
want. Weigh the value in the patent leather broad one-strap, illus- Nobil-C 
trated above, with its mat calf button piece, interesting cut-out on i greedy 
the side of the contrasting quarter and a 10/8 heel. This shoe is BOD sted a. 
thoroughly typical of the compelling style note in these corrective = 


welts. 
Da 


CUSHMAN-HOLLIS COMPANY VP gon 


Salesrooms, Albany Bldg., Boston 








Factory at Auburn, Me. 
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Trade Stimulated by Cool 
Weather; Browns Gain 


St. Louis, Mo. — The cool weather 
which ushered in the early part of the 
week ending Sept. 24 stimulated the re- 
tail shoe trade and increased business 
considerably over the previous six days. 
There was a general wpward trend 
throughout the down-town stores. 

The chilly weather had a noticeable 
effect in that there was reported in 
many stores an increase in brown foot- 
wear. One store stated the increase in 
brown kid made it compare favorably 
with patent. The percentage was 40 
per cent brown and 60 per cent patent 
leather. A few weeks ago the figures in 
this store were estimated to be at least 
80 per cent patent. Black satin con- 
tinues to increase in demand. 

Gunmetal patent is better than fair 
and in trimmings it is believed it will 
have its place. 

Black suede is the coming material 
and all indications are pointing to a 
betterment. The popular priced stores 
are now reporting a demand which it is 
believed will increase with cold weather. 


Marrott Sells Blacks 


INDIANAPOLIS, IND. (UTPS)—J. P. 
Murphy, manager of the women’s de- 
partment at the Marrott Shoe Shop 
said the new fall line is moving nicely 
for his company with 50 per cent of the 
sales being black patents. According 
to Mr. Murphy black will predominate 
throughout the fall and on into the 
winter, with combinations coming on 
later. At present there is a growing 
demand for black and brown lizard, 
black and brown suede in snappy ties, 
and tan trims. Tan alligator shoes 
ranging in price from $10.50 to $12.50 
are becoming popular. The darker 
shades lead the sales. 

With the indication of higher prices 
in men’s shoes L. G. Cobler, manager of 
the men’s department at Marrott’s, re- 
ports about an even break on the color 
situation, with the low shoes in bigger 
demand than ever. “Few, if any, high 
shoes are worn even by the older men,” 
said Mr. Cobler. 


More Nobil Stores 


CoLumMBus, OHIo (UTPS)—M. J. 
Nobil, who operates a chain of retail 
shoe stores, having headquarters in the 
Atlas Building, will soon announce sev- 
eral new locations for his stores which 
are operated under the name of the 
Nobil Cut Price Shoe Stores. Stores are 
already operating in Sandusky, Elyria, 
Fremont and Tiffin. The concern oper- 
ated a tore in Columbus located on 
North High St., up to last March, when 
it was discontinued. 


David Felser to Move 


BALTIMORE, Mp. (UTPS)—David 
Felser, trading as Felser’s Shoe Shop, 
now located at 1311 West Baltimore 
Street, will move into larger quarters 
at 913 West Baltimore Street, where 
he will occupy more than double the 
present sales floor space. Shoes for the 
entire family are carried by the store, 
including some nationally known brands. 
These will be continued, but on a much 
larger scale, at the new location. 





Kellert to Open Shoe Dept. 


BALTIMORE, Mp. (UTPS)—Another 
addition to the retail shoe field of this 
city will be made by Kellert’s Specialty 
Shop, 109 West Lexington Street, which 
plans to open a shoe department on the 
main floor of the three-story building oc- 
cupied by it, which is now undergoing 
extensive remodeling, improvements and 
enlarging. No definite plans have yet 
been made as to who will have charge 
of the new department. A local well 
known retail shoe man has been nego- 
tiating with the manegement regard- 
ing the management of the shoe de- 
partment, but to date nothing definite 
has been determined upon. According 
to present plans, women’s shoes will be 
featured exclusively. 


Milwaukee Merchants 
Plan “Shop Early” Drive 


MILWAUKEE, WIs.—Milwaukee re- 
tailers are starting their work for the 
annual Christmas season and commit- 
tees are being appointed by the retail 
division of the Association of Com- 
merce to direct the campaign for early 
Christmas shopping. Vinton M. Pace, 
sales and promotion manager for Gim- 
bel Bros. department store here, has 
been named chairman of the joint com- 
mittee on shopping and hours. Other 
members of the committee are L. R. 
Bunde, Edmund Gram, and Clarence H. 
Mueller. Postmaster General Harry S. 
New has been urged by the Milwaukee 
interests not to authorize delivery of 
mail on Christmas morning as it is 
felt that this will be a detriment to 
the campaign for early shopping. Mil- 
waukee stores are not to remain open 
after 6 p. m. on Saturdays during the 
holiday season as had been reported in 
some circles. Committees to study 
traffic conditions, better business, and 
advertising are to be announced later 
and the campaign will swing into ac- 
tion early in November. 


Bowling League Formed 


St. Louis, Mo.—The Shoe Retailers 
Bowling League inaugurated their new 
season Sept. 6 with eight teams entered 
in the race for the BooT AND SHOE RE- 
CORDER Trophy. The following down- 
town retailers have entered: 

Hanan & Son, Swope Shoe Company, 
Walkover Shoe Company, Stix, Baer 
& Fuller, Shoe Mart, Sensenbrenner, 
Huettes, and the All-Star. 

Pete Burkhart is president of the 
league and L. D. Price secretary. Hanan 
& Son have one leg on the RECORDER 
Trophy which must be won three times 
for permanent possession. 


Frank A, Evans Killed 


CozumBus, OnI0o (UTPS)—Frauk 
A. Evans, who was for 29 years a head 
clerk and later buyer for the Pitts Shoe 
Co. of Columbus and who resigned his 
position because of ill health last April, 
was instantly killed by a street car at 
High Street and Chittenden Avenue, 
Sept. 18. Evans fell under the rear 
wheels of the car while it was stopped 
to take on passengers and the motor- 
man and conductor did not know that 
they had killed him, until they were 
notified. 

He is survived by two brothers. 








Collar Leaves Shoe 
Trade for Real Estate 


MILWAUKEE, Wis.—Charles Collar, 
president of the Milwaukee Shoe Re- 
tailers’ Association and general chair- 
man for the annual convention of the 
State association which was held in 
Milwaukee this year, has left the shoe 
industry to engage in the real estate 
business in Milwaukee. Mr. Collar is 
associated with the Blink-Albert De- 
velopment Co. of Milwaukee and is at 
present engaged in the development of 
the Fondale subdivision for that com- 
pany in the northwestern part of the 
city. 

While Mr. Collar’s many friends in 
the shoe industry regret that he has 
gone into another field of work, they 
are glad that he has remained in Mil- 
waukee and look forward to his being 
with them at all of their meetings. He 
will continue as president of the Mil- 
waukee association until the election 
of officers in January. 

Mr. Collar had been buyer and man- 
ager of the shoe department at Gimbel 
Bros. department store at Milwaukee 
for five and one-half years prior to 
his resignation on June 1, and before 
that he was a buyer at the S. J. 
Brouwer Shoe Co., Milwaukee for 
eleven years. 

He is one of the best known men in 
shoe circles in the State and Middle 
West and has always been an active 
worker in association affairs, and his 
loss to the local and State associations 
will be keenly felt. 


Boosts Prices $1 a Pair 


INDIANAPOLIS, IND. (UTPS)—Due 
to the advance of raw materials the 
Petot Shoe Store in this city has ad- 
vanced its prices from $5 to $6 a pair. 


The Salon off 
WoLcock & BAUER 
presents for Falk 
SERGE BLUE KID 
Cussemn-piped in Siler Kid 
Aad the cthes tessseting leathers anes 
WALNUT BROWN KID 
DULL BLACK KID 


BLACK SUEDE 
PATENT LEATHER 








Wolock & 


A striking ad in which 
“Serge 


Baucr, Chicago, introduced 
Blue.” 
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Better Looking Windows Mean BETTER Sale, 
we sel 
N these days of smart footwear, beautifully styled, your windows need the smartest part of ¢ 
kind of selling messages and the strongest of selling copy. {| Nine women in With your 
ten shop from window impressions. Your windows will either sell them or they ase. or gx 
won’t according to the kind of selling spirit that’s in them. {] The Recorder’s wey ae. 
NEw and Improvep “Selling Messages” are smart and full of real selling ards simil; 
punch. {[ They will “talk business” for you all through the day and long after ferent sh 
you've locked your door and gone home. {ff Designed and created by Recorder me a 

experts, they have the seasonal authority of style and colors that you need today. 
RE 
The Better You TELL Them=The BETTER You Sell Them w. ma 
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-but Different / 


‘Selling Messages’ 


Windows 


This Is What You Receive—= 


IV7E looked a long time and discarded many types of easels before 
we selected the beautiful polychrome two-toned ones which are 
part of this service. 


With your first shipment of cards you receive four easels either in 
ilver or gold with your store initials hand em- 
ossed in the oval against a dark background. 
very month you receive eight hand-designed s 00 
ards similar to those reproduced above, with 

ifferent shaped cards each month .. . full of —— 


ppy selling messages and every two months Month 
00 special blank price tickets. All for...... = 





RECORDER SHOW CARD DEPT. 
) W. MADISON STREET CHICAGO, ILLINOIS 





Tear off and Mail This Coupon 


RECORDER SHOW CARD DEPT. 
189 Madison Street, Chicago, Illinois 


Please send me the “Selling Messages” for one 
year. I agree to take this service for twelve 
months and will pay for it at $4.00 a month. 


I prefer the (silver) (gold) easels. 


This store carries men’s, women’s and_ chil- 
dren’s shoes and hosiery. (Cross out lines 
not carried.) 
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WHERE TO BUY 
Men’s Shoes 








HENRY LILLY CO. 
11@ Duane Se. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 








Bvery Wednesday and Friday 
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NETTLETON 
Shoes of Worth 
A. BEB. NETTLETON CO. 


B. W. COOK, President 


Syracuse, N. Y., U. 8. A. 
MEN'S FINE SHOES EXCLUSIVELY 
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COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 
"he Catied Steck 
11 Seuth Street 
Bostoo 
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| Running a Shoe String 


into a Bank Roll 


NEW ORLEANS, 
La. — The old say- 
ing — “He got his 
roll off a_ shoe 
string,” applies to 
J. “Hyp.” Ravain, 
for the past 30 
years retail shoe 
merchant of this 
city, and who to- 
day conducts one 
of the leading shoe 
stores here, owns 
another of the 
largest retail shoe stores in the big 
Louisiana metropolis and is planning to 
open a third shop. 

“Hyp.” Ravain, as he is known in the 
trade, began his shoe career in 1890 
with his father, the late Hypolite 
Ravain, who conducted a shoe store on 
Ursuline and Decatur Streets in the 
“Vieux Carre” near the historic French 
Market. After six years of hard train- 
ing under his father, Ravain worked for 
the late George Wagner, the pioneer 
shoe man who conducted and owned 
“La Botte Rouge” Shoe Store on Ursu- 
line and Dauphine Streets. When 
George Wagner retired from business, 
Ravain had several flattering offers 
from some of the leading shoe stores 
in Canal Street, as he was not only a 
first-class salesman, but also an A-1l 
show window trimmer and sign card 
writer, but “Hyp.” Ravain wanted to go 
into the shoe business for himself. Not 
having the ready cash, he made George 
Wagner an offer for the balance of his 
stock of shoes and offered him notes in 
payment for the stock, which Mr. 
Wagner accepted. He had enough 
money to pay his first month’s rent, and 
on July 19, 1902, Ravain put his sign 
up at 613 Ursuline Street. After re- 
maining there for one month, he moved 
to his present location, 1407 Decatur, 
where he has built up a big business, 
and has one of the prettiest shoe stores 
below Canal Street. Seeing a good 
opening for a shoe store in Tulane Ave- 
nue and Derbigny Street, Mr. Ravain 
opened another large shoe store, March 
27, 1914, there, and installed his 
brother Albert Ravain, as manager. 
Much credit to the success of the Tu- 
lane Avenue Shoe Store must be given 
to Albert Ravain, who is recognized to- 
day among the traveling shoe men as 
a shrewd buyer and a good style picker. 
“Hyp.” Ravain has an_ interesting 
family, all in the shoe business with 
their father. In the Decatur Street 
store, Henry Ravain, his eldest son, is 
manager, ably assisted by his two 
sisters, the Misses Stella and Louise 
Ravain. ‘His other son, Alvin, is with 
Albert Ravain in the Tulane Avenue 
Store. Mr. Ravain is looking for the 
opening of Ravain Shoe Store No. 3, 
where he will appoint his oldest son 
Henry Ravain in charge. He owes his 
success to hard work, conservative and 
shrewd buying and says that he has 
received many good ideas from the Boor 
AND SHOE RECORDER on how to conduct 
a shoe store and trim show windows, 
in which subjects “Hyp.” Ravain stands 
second to none. 





J. “Hyp.” Ravain 





Clay Store in Denver 


DENVER, Coto. (UTPS)—Henry 
Clay shoes have come to Denver, Kan- 
sas City heretofore being the farthest 
point West reached by this chain. The 
new store is in charge of E. J. Calvert, 
who came here from Madison, Wis. 
Mr. Calvert, who has sold shoes for 
fifteen years, entertains high expecta- 
tions of the Denver venture. 

The location is one of the city’s best, 
the fact that of seven stores in group 
here three are shoe stores adding the 
zest of competition. Until recently the 
store was tenanted by the Broadway 
Booterie and is at 835 Sixteenth Street, 
facing one of the busiest uptown car 
stops. While the attractive front, in- 
stalled by the Broadway Booterie less 
than a year ago, will not be altered, 
new fixtures are in use, while the in- 
terior woodwork is decorated in a Nile 
green shade. The shoe handled by this 
store is inexpensive in price and made 
for both men and women. 


Wiener Opens Store 


NEw ORLEANS, LAa.—Abe Wiener, 
who first began his shoe career with 
the Grand Leader in Dryades Street 
five years ago, and for the past year 
was manager of Morris Burnstein’s 
Cinderella Shoe Shop, opened the 
Vanity Shoe Store at 1412 Dryades 
Street, here on Aug. 28. He spared 
no expense in fixing up his store with 
modern fixtures and has his opening 
well advertised, giving away a box of 
candy to each customer. There is no 
doubt that Mr. Wiener has selected 
a good location for his new store, which 
is situated in the busiest block of that 
busy thoroughfare Dryades_ Street. 
Mr. Wiener will handle women’s up-to- 
date novelties and staples. He has the 
confidence of a large trade as a good 
shoe fitter, and as a merchant who 
gives service. 


Pirate Boots Selling 


St. Louis, Mo.—Vogue Boot Shop is 
selling high pirate boots. They are 
showing four styles, all of which are 
popular. Sam Crasilneck, a member 
of the firm, said they have at least 20 
pairs on “will-call” at present, beside 
the large volume sold. School oxfords 
of the doggy type have been unusually 
good during the past week he stated. 





New Shoe Stores 


Harry Salvin, 1107 Main Street, 
Hartford, Conn. 

Brown’s Shoe Store, 3045 Washing- 
ton Street, Boston. 

Joe Pratt (Robin Hood Shoe Store), 
Butler, Mo. 

Sam Schlessinger Arkadelphia, Ark. 

U. J. Nale, Cleburne, Tex. 

Nathan Wiel (“Wiel’s Shoes-for-Men 
Store”), Hotel Peabody Bldg., Morgan- 
town, W. Va. 

The Shoe Market (Joseph Mexic, 
proprietor), 1514 St. Bernard Avenue, 
New Orleans, La. 

Publix Shoe Store (Adrian & Geist, 
proprietors), 500 Lackawanna Avenue, 
Scranton, Pa. 
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Darker Tans for Men 


CoLumBuUs, OHIO (UTPS)—C. W. 
Martin, buyer and manager of the 
Men’s shoe department in the Union, 
a large men’s wear store in Columbus, 
discussing styles for the fall season 
said: “Shades of tan shoes in men’s 
wear are slightly darker than pre- 
vailed during the past season. Blacks 
are coming into prominence more and 
more and we are now selling almost 
50 per cent blacks. Black oxfords are 
very much in evidence and since fashion 
has decreed that blacks should be worn 
after 6 p. m., their sale is increasing. 

“Our collegiate shoes are still of 
the broad toed lasts and are selling 
rapidly. They are both black and 
brown, but browns are predominating 
in that class of shoes. We have many 
calls for the English lasts for collegiate 
wear, which are of the narrower toes 
and come in both black and brown.” 


Carl J. Planert Dead 


De Pere, Wis.—Carl J. Planert, Sr., 
who has been in the retail shoe business 
here for 36 years, died recently, follow- 
ing a stroke of paralysis. He was 73 
years old. Mr. Planert was born in 
Germany in 1854 and came to the 
United States 45 years ago, locating in 
Chicago. After a few years he moved 
to the town of Morrison, where he 
started to manufacture custom shoes. 
He located in De Pere in 1891. He is 
survived by his wife, five daughters, 
and four sons. 


New Scranton Store 


ScRANTON, Pa.—The Publix Shoe 
Store of 500 Lackawanna Avenue has 
recently opened a new shoe store here, 
featuring “smart” styles in shoes for 
the entire family. The proprietors: 
Adrian & Geist, were formerly of 
Paterson, N. J., where they managed 
stores for Max Bloomberg and Murray 
Rosenberg. Both proprietors of the 
Publix Shoe Store are live wires. 


Williams Opens Shop 


CoLuMBuUs, OHIO (UTPS)—A new 
retail shoe store, operated under the 
name of the Williams Shoe Co., has 
opened at 36 East Spring Street. The 
company deals in women’s, men’s and 
children’s footwear as well as hosiery. 
H. M. Williams is head of the company. 


Alligators—Live Ones 


(UTPS)—Six live 
i in the windows of Hof- 
heimer’s Shoe Store, at 417 East~Broad 
Street, surrounded by shoes of genuine 
alligator skin, created decided interest 


RICHMOND, VA. 
alligators 


among passersby recently. The shoes 
were American-made, imported from an 
alligator farm in India, while the alli- 
gators were “home-grown” from a farm 
in America, showing how extensively 
and quickly industry responds when 
fashion dictates a mode as popular as 
= of alligator skin for shoes and 
gs. 





All Women in Forman’s 
Wear “Matrix”? Shoes 


RocHESTER, N. Y. (UTPS) — B. 
Forman, head of B. Forman Company, 
Rochester’s largest exclusive women’s 
department store, has become so im- 
pressed with the new “Matrix” shoes 
handled by his shoe department that he 
has ordered all women employees of the 
store to wear them. 

As a result approximately 275 em- 
ployees in the store are now wearing 
“Matrix” shoes. In order to make the 
shoes available to every female em- 
ployee Mr. Forman offered them at a 
ridiculously low price. 

The department store owner is con- 
vinced that the efficiency, health and 
morale of his girls will be increased 
with the aid of the “Matrix” shoes they 
are now wearing. 

The shoe department is making a 
special drive on these shoes, which are 
made by the E. P. Reed Company of 
this city, and according to reports are 
selling a large number to the public 
on the strength of the statement that 
every girl in the store wears them. 


Invents New Arch Shank 


KNOXVILLE, TENN. (UTPS)—A new | 
arch shank which incorporates the use | 
of a coiled steel spring is to be placed | 


on the market in the immediate future, 
according te Lew Klein, manager and 
buyer of Levison Bros., Inc., whose in- 
vention it is. 

“Klein’s Spring-Ease Arch Shank is 
the development of a new principle,” 
says Mr. Klein. “It is scientific, prac- 
tical and with an exclusive feature of 
which no other shoe or shank can boast. 
Our women customers demand style 
above all else—often sacrificing com- 
fort in order to attain it.” 

Mr. Klein was formerly connected 
with the Wilbert Shoe Co. of Cleveland, 
Buffalo and Detroit and later with 
Ber-Shans of New York as buyer. He 
came to Knoxville from that city to 
take over the management of the Levi- 
son Bros., Inc., chain of ten stores in 
the south, making his headquarters at 
the local branch. 


Believes in Browns 


CoLUMBUs, OHIO (UTPS)—Joseph 
M. Ryan, manager of the shoe depart- 
ment in the Fashion believes that there 
is not as much tendency toward black 
shoes for the fall and early winter 
trade as some people believe. He 
thinks that browns, either in kid or 
ealf will play an important part in 
the fall scheme of merchandising and 
that the public will call for browns in 
large numbers. Business at present 
with this department is about 65 per 
cent black to 35 per cent browns. But 
there is also a fair demand for reptile 
shoes or reptile trimmed footwear. 


Class in Salesmanship 


SALEM, Mass.—The Chamber of 
Commerce, in cooperation with the 
Mack Industrial School, has formed a 
class in salesmanship for clerks in re- 
tail stores. 


WHERE TO BUY 
Men’s Shoes 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Steteon 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 





South Weymouth, Mass. 








ag 


50 STYLES IN STOCK 
Ready for Delivery on the Det 


ENERSON SHOE MFG. OO. 
Reckland, Mass. 




















HAND TAILORED’ 
HAND LASTED 


BIon F-REYNOLDs Comm, 
BROCKTON MASS. . 
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WHERE TO BUY 
Standard Shoe Materials 


6 8 8 Es Fe ee ee 











Strong and Flexible 


© Counter Board 
inate sce 
by 


The sterling Fiber Board Ue. 
Sales Office, 501 Fifth Avenue, 
New York 


West Virginia 


Made under the supervision of 
chemical and fibre experts. 
Pulp Product Department 
West Virginia Pulp& Paper Company 
Detroit New York Chicago 
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CREESE @ COOK CO. 








* anneries at Danversport, 95 South St., Boston. Mass. 
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WHERE TO BUY 
Ballet Shippers 








EW ALLETS 
N and B Tarn, Vici Kid 
m) eT In Stock 


I 
Seft Tee: Child's 
Misses’ $1.20; Women’s 
1.25. Hard Tee: Child's 
25; Misses’ $2.30; 


A es 
en ing In Stippers 


















BALLETS 
$1.15 Wos. $1.10 Miss and Child’s 
Hard Tee $2.25 Wes. $2.20 Miss and Child’s 
White-Pink Kid. Pink-Black Satin 25c. extra 
TURN BOUDOIRS 
Black Kid $1.00 Quilted Satin $1.20 
Kid Beudeirs RIGHT -LEFT LASTS $1.10 and $1.20 


The VOGUE SLIPPER CO., Haverhill, Mass. 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 
BIG2 Bik. Glazed Kid, Soft Toe 
Child’s 6 te ti—$1.35 
Misses 11'/2 te 2— 1.40 
Women’s 2'/2 te 8— 1.45 
Also Hard Toes 


SCHWARTZ « HERDER, Inc. 
Specialists in Ballet Manufacture 
241 No. 11th St., Philadelphia, Pa. 













HAND TURNED, BLACK KID 
BALLET SLIPPERS 





Send for Mail orders prompt- 

Samples. ly attended to 

ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 








LYONS AND COMPANY 
Hand Turn Rae 







Wo's. Miss’. 8. 
$1.4 $1.40 $1.35 
Also Hard Toes 


IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y. 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St., 
New York, N. Y. 

















WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 


FIXTURES 


Shoe Market News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, OCTOBER 1, 1927 


EVERY WEEK 





Factories Busy 
On Orders for 
Quick Delivery 


Three and Four Eyelet Ties 
Most in Demand in 
Mid-West 


CINCINNATI, OHIO—Shoe manufac- 
turers here report business good, with 
buying unusually active, especially on 
sizable orders for immediate delivery. 
One straps, chiefly in patent, and three 
and four eyelet oxfords constitute the 
larger part of these orders. Mail orders 
are very good and the situation in gen- 
eral compares favorably with previous 
years. 

Buying continues active at the Cin- 
cinnati Shoe Company, the conserva- 
tive styles being most in demand. A 
surprisingly large volume of orders is 
coming in on gun metal patent, the 
company reports, and quite a bit of 
buying is being done on brown calf. 
Orders received by the Cincinnati Shoe 
Company show that one straps and 
cut-out oxfords are patterns being 
favored. Three and four eyelet ox- 
fords have been very strong for the 
past two months. 

The largest volume of August and 
September orders in its history was re- 
ceived by The Charles Meis Shoe Man- 
ufacturing Co. during the past two 
months. Black patent is leading orders 
for the Meis company, with black kid 
next in demand. Quite a few orders 
er coming in for brown calf and brown 

id. 





To Choose Arbitrator Soon 


HAVERHILL, Mass.—The citizens’ com- 
mittee of seven representative business 
and professional men, headed by Ex- 
Mayor William D. McFee, has been 
given the task of picking the neutral 
arbitrator for the local shoe industry 
to succeed Edwin Newdick, resigned. 
The choice was referred this week to 
the committee by mutual consent of 
Mer. Fred L. Cooper of the Haverhill 
Shoe Manufacturers’ Association and 
President John D. Nolan of the Shoe 
Workers’ Protective Union. The com 
mittee is expected to act at once and the 
office to be filled by early in October. 





Coplin Co. Moving 


BALTIMORE, Mp. (UTPS)—The Cop- 
lin Shoe Company, wholesale dealers of 
footwear, has moved into larger quar- 
ters at 120 Hopkins Place. The con- 
cern had been located for a number of 
years at 219 South Sharp Street. The 
more uptown location of the whole- 
salers will greatly facilitate their busi- 
ness. 





Stetson Band Wins Prize 


SouTH WEYMOUTH, Mass.—A cable- 
gram from Roland H. Haviland, adver- 
tising manager of the Stetson Shoe 
Company, announces that on Sept. 20. 
The Stetson Shoe Band won third prize 
in the band championship of the Ame:- 
ican Legion at Paris. This organiz:- 
tion, the official band of Weymouth 
Post No. 79, American Legion, was 
sent to France by the Stetson Shove 
Company as “good-will ambassadors” 
to the people of that country. Mona- 
han Post of Sioux City, Iowa, won the 
American Legion band championship 
for the sixth time, and the Columbus, 
Ohio, band was second. 





Immediate Delivery 


Business Is Brisk 


Boston, Mass.—Salesmen are now 
busily covering their territories and 
are sending in new orders for imme- 
diate delivery. Factories are busy both 
on immediate and advance bookings, 
“There are practically no seasons any 
more,” said a manufacturer of women’s 
shoes recently, “and I think this con- 
dition helps business rather than in- 
jures it.” 

Black shoes still lead in the demand, 
for men, women, and children. Suedes 
in women’s numbers are good sellers 
in the medium heel type. The broad 
one-strap with buckle fastening is 
noted; also the dress shoe with the 
slender strap, with tiny buckle at the 
instep, and 16/8 heel. Shoe soles are 
of slightly heavier weight on the men’s 
new s for fall and winter. 

Stroller tan kid is a popular seller; 
suedes, both in black and brown, are 
much in demand; silver kid is also 
wanted, and some gold kid, although the 
latter is not so active as the former 
metallic shade. Patent leather con- 
tinues in high favor. 

Black calf for men’s shoes is a ready 
seller, although tanners are making 
every effort to sell more tan. 





New Emerson Fronts 
Detroit, MicH.—The three Emerson 





Shoe Stores here: at 14 Michigan Ave- 
nue, at 640 Woodward Avenue, and at 
14004 Woodward Avenue, Highland 
Park, Mich., have installed new fronts, 
under the supervision of L. J. Char- 
nock, stores manager. These fronts 
are attractive and add considerably to 
the already homelike atmosphere of 
these “smart” shops. 





Shoe School Starts 


LYNN, Mass.—The shoe school here 
has started. Students are being ac- 
cepted from all over Massachusetts. 
All branches of shoemaking, even shoe 
fitting, are taught. 
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Beckman with Crossett 


BROCKTON, Mass.—Harrison C. Beck- 
man, formerly superintendent of the 
W. L. Douglas Shoe Co., and more re- 
cently with the Whitman & Keith Co., 
has been made general superintendent 
of the L. A. Crossett, Inc., plant at 
North Abington. Charles Coe, for- 
merly with the W. L. Douglas Shoe Co., 
and with the W. H. McElwain Co. more 
recently, has been made general sales 
manager of the same company. 


Haverhill Production 


Continues to Increase 


HAVERHILL, Mass.—Payrolls, power 
consumption, employment, and pro- 
duction figures for the current week 
show Haverhill maintaining its lofty 
position in the shoe industry. The 
marked increase in production and pair 
shipments for the first six months of 
1927 indicates that Haverhill will show 
a substantial advance over last year. 

No indication is given to date of any 
slackening in fall production. Septem- 
ber figures mount over preceding 
months and decline is not anticipated 
until after Oct. 15. The larger pro- 
ducers report orders on hand suffi- 
cient for several weeks operation, al- 
though hand-to-mouth business is 
common to the smaller establishments. 
Salesmen from many of the best known 
local plants started off this week for 
a swing around the circle packing a 
few new shoes and expectant of early 
returns with business for the late fall. 

Buying continues to embrace a wide 
range of patterns, straps leading, step- 
ins, gored effects, a few tongued effects 
and pumps following in close order. 
Patent, kid, suede, and velvet, the 
latter in more prominence than before, 
takes care of the materials in most in- 
stances. Satins have dropped off, ex- 
cept in a few lines, where satin eve- 
ning slippers are a fixed item. Silver 
cloth, fancy brocades, rich fabrics, and 
smart reptilians, with not a few im- 
portations are seen in the high grade 
shops. Appliques on vamps and 
quarters; scolloped collars and fronts; 
perforations on vamp and collars are 
a few of the ingenious decorative ef- 
fects. 


Milwaukee Manufacturers 
Making Steady Gains 


MILWAUKEE, WIs. — Brisk fall 
weather has changed the aspect of the 
footwear business materially and the 
last half of September bids fair to be 
a very good one according to shoe man- 
ufacturers at Milwaukee. As soon as 
the weather changed from the mid- 
summer heat to cooler temperatures, the 
shoe industry pulled itself out of the 
slump it had experienced the first half 
of the month, and each week is now 
showing an increase in business for the 
manufacturers. 

Retailers are willing to place orders 
with the manufacturers for the fall and 
winter styles and are sizing-up their 
stocks. Blacks continue to lead the 
other shades for fall, but the deep 
browns and the darker tans are being 
received favorably by the retailers and 











the buying public, much to the satisfac- 
tion of the industry which went long on 
browns for fall. 

The Weyenberg Shoe Manufacturing 
Co. reports an exceptionally good busi- 
ness. Dark tans and blacks are being 
sold on about a fifty-fifty basis, in con- 
servative patterns. The Huth & James 
Shoe Manufacturing Co. is holding at 
1500 pairs daily. Blacks are the leaders 
in the girls’ lines, but the browns and 
dark tans are enjoying favorable atten- 
tion. Ties and tie-effects, with flat 
heels are the best patterns for the fall 
business so far. 


Lynn Shoe Factories Note 


Gain in Size of Orders 


LYNN, Mass.—Production for Sep- 
tember totaled up better than a year 
ago, in number of pairs and value 
thereof. Prospects for October are 
considered good. 

The rate of consumption of shoes by 
women is a bit larger than a year ago, 
according to an opinion prevailing here, 
and supported to some extent by sta- 
tistics. It is up above three pairs per 
woman. It was below three pairs. The 
increase is chiefly in big cities, which 
Lynn supplies with footwear. 

New orders are of larger size. More 
case lots are called for, and fewer dozen 
pair lots. Smaller orders are now be- 
ing filled in numbers from stock shoe 
departments. Larger orders lead to 
economical production, and that is one 
way to keep down prices. A report on 
one factory shows a 20 per cent increase 
in the production of shoes, without any 
increase in equipment, the gain being 
made by the steadying of orders and 
styles. 

Black continues the king pin of colors 
of shoes. Tanners assert that black 
leathers never were better in color as 
well as quality. This may help to ex- 
plain their strength in fashion. 

Thread and needle effects, such as 
so called tailored types, make up the 
main theme in style development. The 
term isn’t quite broad enough. Shoes 
are more of the dress making type. 
Seams are fine stitched, and edges are 
scalloped, serrated, perforated, welted 
or otherwise decorated. Piped seams 
were probably never finer nor more 
numerous. Besides, trimmings are 
many, such as buckles, bows and beaded 
ornaments. Shoes, for women, have 
risen from plainness to smartness, with 
the various trifling touches that delight 
the vanity of women. 

Three hundred Lynn styles, all of 
which have sold well this summer, were 
recently counted up by an authority on 
footwear fashions. He selected them 
from more than a thousand styles that 
were offered. 

A third of all the shoes sold are for 
women, and the rate of increase on 
women’s shoes is larger than that of 
any other class. All of this good for- 
tune comes from the development of 
the art of shoemaking, or, more con- 
cisely, styling. This is Lynn’s judg- 
ment. 


WHERE TO BUY 


Heel Protectors 








WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B’way 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 
$27.00 per doz. and Up 








8 
Golden Brown Kid 
_ Turned—8 
Iron Sole—Rubber 
Heel. 
Send for samples. 
ROTH & ROSENBERG SHOE CO. 
124 N. 3rd St., Philadelphia 








; rubber heel; 
rights and lefts: 8 to 8. 
WM. SUMNER SMITH 





Ohleage, if. 
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WHERE TO BUY, 


Women’s Novelties | 











—Velvets 
predominate! 

Samples sent and 
returnable at 


$3.50, $4 & $5 Sellers 


our expense 
Samael Cohen 

Shoe Cv. 
72-82 Lincoln 





Boston, Mass. { 








Latest Styles at 
Popular Prices 

os in Stock. ~ 
143 ST.-NEW YORK 

















WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 


Make 86,000 to $16,000 a Year 
Become « Doster of Surgical Chiropedy. Th 
field. Study at largest foot elini- 
ef physicians, surgeons, 

adists. Finest tories and equipment. Feur 
‘oonth successful year. a *, 

eehool er equivalent. Course 2 veers 
Oppertunities te earr we: 

Dept. B 


| 








ILLINOIS COLLEGE OF CHIROPODY 
1827 N. Clark Street, Chicage 











WHERE TO BUY 
Children’s Shoes 


a Ie ee ee 








a8 ELAM 99 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 832 











Greene, Inc., Opened 


ToLepo, OHIO (UTPS)—The Greene 
Inc. store, having as its slogan, “The 
Shop of Sensible Prices,” was opened 
at 331 Huron Street, this city, on Sep- 
tember 20. This shop occupies two 
floors, and features ladies’ apparel, in- 
cluding dresses, coats, hats, shoes, ho- 
siery and underwear. 

The shoe section is a fairly large one 
and takes up the rear of the first floor. 
A general line of women’s shoes from 
$6.50 to $13.50 is carried. W. E. 
Westphal has been chosen manager of 
the shoe department. Mr. Westphal 


was formerly with the Meyer-Johnson 
store in Toledo. 

Charles Greene, principal of the 
Greene Inc. store, was formerly con- 
nected with the LaSalle & Koch Co. 
ears and is well 
usiness. 


for a number of 
versed in the shoe 





I. Miller to Erect 
Statues of Actresses 


New York, N. Y.—As a result of the 
I. Miller countrywide voting contest 
conducted some weeks ago, it is an- 
nounced that the theater-going public 
has selected, as the four most popular 
actresses in drama, musical comedy, 
opera and films, Ethel Barrymore, 
Marilyn Miller, Rosa Ponselle and 
Mary Pickford, respectively. Full fig- 
ure marble statues of these stars, in 
heroic style, are to be made by the 
noted sculptor, A. Stirling Calder. 
These will be placed in the four golden 
niches on the side of the new I. Miller 
Building, recently completed at the 
northeast corner of Forty-sixth Street 
and Broadway. 

Mr. Calder is at work casting the 
likeness of Miss Barrymore as Ophelia. 
When this is completed, he will do Miss 
Pickford as Little Lord Fauntleroy; 
Miss Miller as Sunny, and Miss Pon- 
selle as Leonora in Forza del Destino. 
The original plan called merely for 
busts of the winners, but Mr. Miller 
has decided to erect the figures full- 
size, in the niches enlarged to accom- 
modate them. 

The statues will be ready early in 
1928 and will be unveiled with appro- 
priate ceremonies. It is likely that the 
four artists will be present in person 
and each will pull the golden cord that 
will uncover her marble likeness. 

Many thousands of votes were re- 
ceived by the Miller shoe interests in 
this contest from all over North Amer- 
ica. The competition was conducted 
through the New York Theater Pro- 
gram Corporation and the newspapers 
in many cities and towns. 





Curtis With Bond Shoe Co. 


New York, N. Y.—Alfred A. Curtis, 
who for the past year has been con- 
nected with the Thomas’ G. Plant Co. 
as manager of the New York and East- 
ern wholesale division, severed his re- 
lations with this concern to again be- 
come affiliated with the Bond Shoe Co., 
of New York City, manufacturers and 
wholesalers of women’s footwear, with 
whom he was connected for about three 
years before going with the Plant or- 
ganization. 


Relocate Department 


Des Moines, Iowa (UTPS)—Here- 
tofore the men’s shoe department of 
Frankel Clothing Co. of Des Moines, 
Iowa, has been located at the rear of 
the main aisle on the first floor. 
necessitated waiting on the customers 
in the center of the rear aisle, said 
Mr. Frank Crapo, manager of that de- 
partment. They were also being 
crowded on the left by the rapidly 
expanding boys’ clothing department, 
so found it advisable to take over a 
large portion of the newly remodeled 
basement, in conjunction with Frank- 
el’s “Ben Franklin” Clothes Shop. _ 

Mr. Crapo is highly pleased with his 
new location. It is right at the bottom 
of the stairways at the front of the 
store, and arranged in an L shape. All 
current stock is in plain sight and ready 
for instant and efficient service. 














This , 





$1,000,000 Sales Increase 


Boston—A. G. Walton Co. of Chel- 
sea, Mass., are highly pleased at the 
notable sales record they have set dur- 
ing the past year—a million dollars 
sales increase. A. G. Walton, treas- 
urer, and Harry M. Wheeler, president, 
feel that this increase is due largely to 
what they call “citifying” the line—in- 
creasing the novelty numbers, improv- 
ing the workmanship and selling on a 
close margin of profit. 

With a daily capacity of 30,000 pairs, 
the Walton factories have run steadily 
ever since the change in management 
in April, 1926, and from orders now in 
hand, the firm feels confident that the 
coming year will show even larger in- 
creases. 

In addition to their well-known in- 
stock lines of children’s McKays, Mc- 
Kay welts and stitchdowns, A. G. Wal- 
ton Co. have added a complete new line 
of boys’ Goodyear welts, which they 
report is receiving a very substantial 
welcome from their customers, number- 
ing more than 20,000. 





Browning Quits Business 


CoLumBus, OHIO (UTPS)—The 
Browning Shoe Co., located at 80 North 
High Street, and one of the oldest ex- 
clusive shoe stores in Columbus, will 
go out of business Oct. 1 upon the ex- 
piration of the lease. The company 
was founded about a score of years ago 
by L. J. Bamberger, and about a year 
ago it was taken over by his brother, 
Arnold Bamberger, who has been con- 
ducting the business under the same 
name. Mr. Bamberger is a well known 
shoe man and is looking for another 
location to continue the business in 
Columbus. 


To Exhibit at Niagara 


PROVIDENCE, R. I.—The Reynolds 
Company, buckle manufacturers, an- 
nounce that their complete line will be 
on display at the convention of the New 
York State Shoe Retailers Association 
y — at Niagara Falls, N. Y., Oct. 

and 4. 


Change at Queen Quality 


CoLumBus, OHI0 (UTPS)—A change 
has been made in the management of 
the Queen Quality Boot Shop of Colum- 
bus, when Hobert Smith, formerly as- 
sistant manager of the Cleveland store, 
was promoted to manager of the Colum- 
bus store. He succeeds Charles Leuhr- 
man, who returned to the company’s 
Boston store. Mr. Smith has been with 
the Queen Quality organization for 
more than three years. 





Open New Nisley Shops 


ToLeDO, OHIO (UTPS)—A new Nis- 
ley shoe store has been ao at 510 
Adams Street. Ralph H. Raber has 
been 6 eogeon manager of the store. 
Mr. Raber was formerly connected 
with the H. M. & R. store of Toledo. 
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Established 1894 


IN STOCK 
Patent Blucher with Dri-Sole 


Stock No. 

1201 Sizes 5-8 Spring Heel 
12025 Sizes 84%-11 Rubber Heel 
12035 Sizes 11¥%-2 Rubber Heel 


Also Tan, Gun Metal and Golden Elko 


TRUITT BROS., Inc. 
Binghamton, N. Y. 


ncorporated 1904 














Thrifty 
Travelers 


invariably select the Hotel Martinique 
as their headquarters in 


New York 


There’s good reasons for it. This pop- 
ular hotel offers to every guest the 


Comfort 


of home—splendid food at reasonable 
prices | and “the best without extrava- 
gance” in every form of perfect hotel 
service. It will be our 


as well as yours to welcome you and 
prove that you can live right at the 
right price while in New VYork. 


A. E. SINGLETON, Res. Mgr. 
“The BEST without extravagance” 


HOTEL MARTINIQU 
Affiliated with Hotel McAlpin 
BROADWAY, 32nd to 33rd STS. 
NEW YORK 














APPROVED BY 
MEDICAL MEN 


at growing a ae ato as xx 


—. 2 —— Ven 
lated Foot unexcelled. 
Well known “oe LR ite 
ee 


Make your stock of 


children’s shoes com- 
venticarions Dlete by a your 


PATENTED Phone — 2138 
for immediate action 
BURKLEY 
SHOE CO. 


1156 Ne. Main Street 
Brockton, Mass. 





Wonderful Values 
in Gym Shoes 


(Famous Brands ) 


Men’s Sturdy Shoes—‘Kool-foot” 
Insoles—Black Rubber Toe Caps P 
—Laced-to-toe Style—Best qual- Our Price 
ity—Perfect Goods—Packed 24 $1.60 
Pr. Cases — 6/8 — 6/10 +- 6/11 Regular 
—7/12. White or Brown. $3.00 


Also few Men’s White Laced-to- 
toe Heavy Shoes, with thick black 
corrugated soles ...........-$1.35 
Ree Boy’s Brown Laced-to-toe crepe Our Price 
effect soles. Packed 24 Pr. cases 65c. 
Regular 


No.2 —214/6; 3/6. 85c. 
Women’s White Oxfords—Crepe Our Price 

Lot Soles. Packed 24 Pr. cases— 65c. 

No.3 3/2% — 3/3 — 5/4 — 6/5 — Regular 
4/6—3/7. 


In-Stock—Immediate_ Delivery 
Prices Net F.O.B. Boston 


J. A. KEMLER 


“Underpriced” 


108 Lincoln St. 
Boston 


Let us know your re- 
quirements on under- 
priced merchandise. 


” NO. 600 B 600 BLACK KID © 


MADE ON RIGHT AND LEFT LASTS 
Woman’s 214 to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 


iN STOCK 


7 ee : 
i 


SHOE MF G. ox 
“Street Philadelphia, Pa 
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POSITIONS WANTED 
LINES WANTED 





ALL DISPLAY SPACE 
Five dollars 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
OTHERS 
7c per word. Minimum Charge $1.25 
per inch. Allow 45 words to an inch 


in order that 





Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must be saoion® at tho Bost and Ghas Resets, S07 Sout Biswst, Dove, 
advertisements be 


Monday of the week of publication 
Otherwise insertion will be put over to the following week’s issue. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


Boston, Mass., on 
published same week. 


When advertisers desire answers to come in our 
twelve words must be allowed for address. 
vertisers desire replies forwarded. direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


October 1, 1927 























SALESMEN WANTED 








SALESMEN WANTED 





SALESMEN WANTED 














and Pacific Northwest. 


One of the oldest manufacturers of women’s shoes whose line is na- 
tionally advertised, is expanding its sales organization. 
glad to receive applications from shoe salesmen accustomed to sell- 
ing department and shoe stores in the larger cities. 
Chicago Loop and Milwaukee; Detroit and nearby territory; Mis- 
souri except Kansas City; part of New York City and Philadelphia ; 
Our salesmen know about this ad. Address 
in strict confidence, giving full details as to age and experience. 


Address D-60, care Boot and Shoe Recorder, 
Chicago, Illinois. 


It will be 


Openings for 


1898 West Madison St., 












SALESMEN WANTED 


A Milwaukee Manufacturer of 
Men’s $5.00 and $6.00 Dress Welts 
a nbn following territories open: 


orth Carolina, South Carolina, 
sean por Virginia, Mis- 
souri, Kansas, N » Iowa. 


In making application state ex- 
perience in territory desired and 
references. Satisfactory arrange- 
ment can be made by the right 
men. Address D-74, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 




















REPRESENTATIVE 
WANTED FOR 


ENGLISH LINE 

Well-known English manu- 
facturer is desirous of secur- 
ing the services of a reliable 
and experienced sales repre- 
sentative for the United 
States. Line includes com- 
plete assortment of men’s and 
women’s dress and sport shoes, 
built to suit the American de- 
mand. A quality product to 
be retailed at popular prices. 
Best of references required. 
For particulars address 























Box D-67 
Boot and Shoe Recorder 
Boston, Mass. 
SALESMEN WANTED—To sell side line 
aa leather first step shoes 1/5; stitchdowns 
year ba 5/11; novelty, r 
oni , quality shoes; all in_ stock. om 
mission. gage SHOE CO NY, 
Rochester, N. Y 





Le BE with established trade 
up-to-date line of children’s and 
misses’ turn and stitchdown shoes, commission 
basis. State references with application. The 
Kepner-Scott Shoe Co., Orwigsburg, Pa. 





WANTED—Salesmen with established tape 

to carry a medium priced infants’ 

dren’s and oe ris’ turns in Chiceno 

and Middle mmission oe refer- 
i: ——— a 


and Shoe letter. 207 St, Boston, 











WANT SALESMEN 


for the following territories who 
have established trade, work their 
territories close to carry our can- 
not rip line of shoes: Alabama, 
Tennessee, Pennsylvania, Indiana, 
Ohio. First letter territory covered 
in detail, present connection, past 
connection, etc. 


RAMSEY’S “THEY CANNOT RIP” 
347 RIDER AVE., NEW YORK CITY 




















SALESMAN for Illinois and Wisconsin, resi- 
dent of Chicago preferred, to sell a line of 
well advertised "Teme welt men’s shoes to 
retail from $5.00 to $7.00 on a strict six per 
cent commission basis. References required. 
Samples will be ready about October 20. 
Address D-70, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMEN WANTED—Real producers in 
the following territories: ontana_ and 
Idaho, North and South Dakota, Texas, 
Illinois, Ohio, Kentucky, New York. We are 
manufacturers of one of: the oldest lines of 
work shoes, dress oxfords and shoes—a real 
QUALITY line—BIG commissions paid to the 
right man—established territory—only live wires 
need apply. Address D-71, care Boot and Shoe 
ar gu 189 West Madison St., Chicago, 
inois. 





ARGEST exclusive manufacturers of rhine- 

stone shoe buckles, desires representatives, 
ten per cent commission as side line to 
ood shoe line for territories, Detroit, Pitts- 
= and southern territories, except Texas, 
Ala ma and Georgia. Average commissions 
to be paid in September will average approxi- 
mately $200 per man. Communicate _ line 
carried and territory desired. Address D-73, 
care Boot and Shoe- Recorder, 207 South St., 
Boston, Mass. a 


, 








SALESMEN 

Opening for three experienced Rubber 
Footwear men acquainted with shoe trade 
in following territories: Northeastern 
naga mm © ree Jersey and Dela- 
ware, Mary 

ri ween ‘full information in_ first 
letter to D-75, care Boot and Shoe 
Recorder, 2 S. 12th Street, 
Philadelphia, Pa. . 



























NORTHERN New York is open for a sales- 
man who can realize the possibilities of 
paw line of _—< smart shoes carried Ny 
Stra commission basis. MER 
CHANTS SHOE CO., 57 Lincoln St., Boston, 
ass. 





WANTED— Experienced retail shoe salesman 
to seil ladies’ and children’s shoes. Sal: iry 
$125 per month and commission. Give full 
particulars regardi experience and_ ability, 
also send photo. Address SWEITZER’S, INC. 

Lewiston, Montana. 





RUBBER FOOTWEAR SALESMAN—For 
Illinois, from Springfield North. One who 
is acquainted with trade preferred. Consi:er- 
able business now established on old and well 
advertised line. Drawing account and com- 
mission basis. Full time men only. Address 
D-80, care Boot and Shoe Recorder, 189 West 
Madison St. be Chicago, Illinois. 





RUBBER FOOTWEAR SALESMAN-— 'or 
Milwaukee and southern Wisconsin. ne 
who is poser tee with trade preferred. (Id 
and well advertised line. Drawing account nd 
commission basis. Full time men only. \d- 
dress D-79, care Boot and Shoe Recorder, ‘89 
West Madison St., Chicago, Illinois. 





HELP WANTED 


PARTNER FOR PARIS WANTED—¥M ker 
of very fine ladies’ shoes exceptional arti:tic 
models, wants American shoe manufacture: as 
Fe ga with investment of $15,000 to e: 
im to enlarge his rapidly on et in 
center of Paris. Address: WIL 28 Place 
Saint Georges, Paris, France. 
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HELP WANTED 


POSITION WANTED 


SHOE MATERIALS 











Wanted— 
Style Man and Sales Represen- 
tative for Men’s Shoe Factory 


Weil known shoe manufacturing 
concern in the Middlewest is de- 
sirous of securing the services of 
a man who has thorough knowl- 
edge of men’s styles and style 
tendencies, and who also has sales 
contact ‘with leading buyers 
throughout the country. Splen- 
did opportunity for the right man. 
Best of references required. 


Address D-77, Boot and Shoe Re- 
corder, Boston, Mass. 

















WANTED— 
MANAGERS 


For Live Departments Fea- 
turing Women’s Popular 


Priced Novelty Shoes Ex- 


clusively. 





An opportunity to connect 
with a successful, fast grow- 
ing concern. 











Only Men with Experience 
and Proven Ability Need 
Apply. 
POSITIONS OPEN 
IN ALL SECTIONS 
Write 
J. S. WILKERSON 
1224 WASHINGTON AVE. 
ST. LOUIS, MISSOURI 








FOR RENT 


FOR RENT. Departments for women’s wear, 
shoes, infants’ wear and bargain basement. 
Best location in city of 18,000 with drawi 
(pvietion of 75,000 between Woolworth’s an 
ag Write M. H. MARKLEY, Sun- 
ury, Pa. 





POSITION WANTED—Factory superintend- 
ent on high-grade children’s welts. 8 years’ 
factory experience combined with 3 years sell- 
ing. Best of references. Address D-54, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





SHOE MANAGER AND BUYER for depart- 
ment or exclusive store, wants to make 
change where opportunity will be broader 
Successful life experience in medium and high 
grade shoe. 29 years old. Prefer east. Ex- 
cellent references. Address D-56, care Boot 
aad Shoe Recorder, 207 South St., Boston, 
ass. 





SHOE SALESMAN RETAIL—Wants posi- 
tion better grade women’s or family store. 
Moderate salary. No 


7 years’ experience. 
ISAACS, 2981 W. 


Sinotee out-of-town. 
30th St., Brooklyn, N 





ti REPTILE *™ 


at won’ LOWEST 


PIONEERS 
ROMOTERS 








AND 
of the World Reptile Vogue 








MERCHANT NEEDS 











Foot SPECIALIST, using improved system, 
desires to work in connection with a hi a 
class retail shoe store. Massachusetts or r- 
ern New England preferred. po ain of plan 
furnished on request. H. A. 

2 Oak Knoll Terrace, Needham, —" 





POSITION. WANTED—Live wire; buyer and 
merchandiser, knows all markets, either 
hi-grade or popular price. Highest type refer- 
ences. Can produce turnover and _ profits. 
Address D-69, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





YOUNG man, single, with six years’ of retail 
shoe selling, would like to make change 
October 15th. Prefer to locate in New Eng- 
land with manufacturer or wholesaler. Address 
D-68, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





LINE WANTED 


IDE line to sell to shoe stores and repair 
shops. Address D-76, care Boot and Shoe 
Recorder, 239 W. 39th St., New York. 


WANTED TO PURCHASE 














CASH PAID 


os entire shoe stocks or surplus stocks 
or other + ~?e Any an 
ae, attention given 


KIRSCH-BLACHER CO., Ine. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 1443 











Sell Us Your Left Over 


New York Export Purcnwasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 





ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. WE 
WILL GET IT. WE WILL MAKE IT 
FOR YOU. 

W. E. FOLLIS ADVERTISING eas 
168 N. STATE STREET HICAGO 











GLASS EYES 











GLASS EYES 


@. SCHOEPFER 
16-18 West 86th %&., 


KITTEN EYES New York, N. ¥ 








STORE SUPPLIES 





CSTastisneo “0 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


MEYER COw 
Upget cantons a aarp Wea) 
263-271 LEXINGTON AVE , BRODKLYN, w¥ 
AMERICA’S GREATEST 
SHOE CARTON @& LABEL MICS 








EPARTMENT FOR RENT—Ladies’ and 

children’s shoe department. [Illinois town 
of 40,000 population. xcellent location. Main 
floor space. Address D-72, care Boot and Shoe 
aprender, 189 West Madison St., Chicago, 
inois. 





FOR SALE 


FoR SALE—Shoe store doing paying | 2 
shoe business in Trenton, 

cent location, low rent. Ten ae. eo 
$7,500 cash for stock and fixtures. Address 
D-78, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








FOR SALE—Ideal shoe store, clean stock, 
finest fixtures, excellently located in pros- 
rous town of California. Address Drawer 


i, Lodi, California. 


HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy r 
surplus or slow sellers. Quantities no > obhect 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. 
spondence confidential. Established 1890. 
MAX GLAUBERG 

436 Grand Street, ag City 

Seek eke et etc. aol Dry Dock 0852 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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MERCHANT NEEDS 


MERCHANT NEEDS 











One of the Two Best Lines Made 








WINDOW DISPLAY FIXTURES 


[usyere_ Leal 











ema SALES ARE MADE ON THE dale 





Write on Your Letterhead 


The Oscar Onken Co. , cincinnati, O. 


No. 611 W. 4th Street 



















































EASY MONEY 
IN 


EMRAK 


Solves the problem of where to 
put your shoes. Ideal for Homes, 
—— Hotels and Institu- 


$1.% 


Retailer 
Made of steel, 
beautiful bronze 
or black enamel 
finish. Two 
—20 inch for 
small doors, 
inch standard 


size. 
Sell these and 
make a lot of 


Remrak 
screws and di- 
rections in a 


x. 
Display sign 
with every 
dozen. 
Price 87.20 
per dozen 

boxes. 


R. E. MILLER 


21 Pearl St., 
New York City 








“WINROW 
DISPLAY Fi FIXTURES 


ISEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


_ARE BUSINESS GETTERS 
SEND FOR CATALOG 











Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 
Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co 
2416 No. 10th Street 
ST. LOUIS, MO. 


























EYWOOD-WAKEFIELD Shoe 


Store Chairs give the utmost 


customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 
your part. 


Heywood: DY ake held ; 


was 5 


semet City, Mo.; 


ie New York, N.Y.; 


St. Louis,Mo.; Port- 
San Francisco, Calif, 




























at Leng | Beach L.%. 


Just 40 minutes fr: from Bh New York by train 


THE DOARDWALK 18 GLORIOUS 
THE RIS LADEN wiht HEAWH 
‘THE HOfEL_is A none een 


Sea Baths “ 
eh ow a peaneing 
Room Plus food ~ d ~ Only mal Day 
OpeEN ALL YEAR 


TELEPHONE - LONG BEACH 100 





wll 

















H.Gerard ~— /Yareging Director 





Henr 





Marsten Wins Brauer 
Sales Prize in Contest 


Brauer Bros. 
Shoe Co. has each 
August for. the 
past three or four 
years offered prizes 
to the three sales- 
men making the 
greatest increase 
in sales and the 
largest number of 
new accounts 
opened during that 
month. The prizes 
offered were, first, 
$100; second, $50; 
third, $25. 

M. P. Marsten, whose portrait is 
shown, won first prize; his territory 
covers Ohio and West Virginia. This 
territory shows an increase of 30 per 
cent in orders and about 15 per cent in- 
crease in new accounts over August 
last year. 

Winner of second prize was R. T. 





M. P. Marsten 


| Sorensen, who travels Minnesota, North 


| and South Dakota. 





Winner of third prize was Frank 
Green, traveling Iowa and Nebraska. 

There were fifteen salesmen in the 
contest, and Joe Gordon, salesmanager 
for Brauer Bros.; states that, in his 
opinion, this contest in August is re- 
sponsible for a _ substantial increase 
over the same month last year. 


Lane Joins Eby Shoe Co. 


PHILADELPHIA, Pa.—M. C. Lane, who 
is very well known in the shoe industry, 
comes to the Eby Shoe Company on 
October 1 in charge of sales. Mr. Lane 
has made a brilliant career for himself 
in the shoe industry and, although hav- 
ing been in the East for a considerable 
time, was formerly general manager of 
the Girard Shoe Company, manufac- 
turers of children’s shoes in Philadel- 
phia. Mr. Lane will bring to his new 
connection a wealth of ability in styling, 
designing and merchandising. 
























= 








= 





be 


train 


JS 
ui 
Ae 


ring 








ugust 


Ss. T. 
North 


‘rank 
ka. 

n the 
nager 
n his 
is re- 
rease 


‘ 


JO. 


, who 
istry, 
vy on 
Lane 
ms¢ lf 
hav- 
rable 
er of 
ufac- 
ladel- 


, new 


yling, 








October 1, 1927 BOOT AND SHOE RECORDER 

















cn 











r =| U6 F 
Cleaning and Polishing 














Shoe Cleaning Machine—Model A 
Equipped with Brushes and Motor 

















‘Tue SHOE CLEANING MACHINE— MODEL A, is a handy 
and compact machine for cleaning and polishing shoes 
that have been soiled in handling. It is designed to 
accommodate two cloth or yarn brushes, or a com- 
bination of each as desired. The machine is motor 
driven, the motor belting directly to a grooved driving 
pulley on the shaft carrying the brushes. The equip- 
ment is an ideal one for retail stores where factory 
power is not available. 


Let us supply you with further particulars 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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, Haverhill, Mass...........++++ 145 Essex New Orleans, La........... 216 Chartres = Francisco, Cal.......... 859 Mission 
. 
ia - al 


"S 












































































sR teeliliaeleguininasitbetrmmen 


a 





112 


The Boot and Shoe Recorder 


Serves in 





BOOT AND SHOE RECORDER 


Getting More Shoes Sold Right; not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 
shoe merchants. The chief purpose of THe Boot anp SHOE ReEcoRDER 
is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 

their production and distribution. 


In this Issue— 


FEWER LINES AND MORE SIZES..... 


Guiwe Feet INTO PROPER SHOES... 
Some Precepts from the Coward 
Organization. 7 


Get ’EM YOUNG, TREAT ’EM RIGHT. 


More BEAUTY FOR MISS JUNIOR.... 
A Review of Juniors’ Styles. 


THE VOICE OF THE RECORDER...... 


New IDEAS FOR JUVENILE ADS..... 
Educational—Honest—Convincing. 


Let’s HAVE A REAL BiG PARTY... 
Children Like Them. 


CORRALLING THE SCHOOL KIDS..... 
A Bic Boys’ SHOE YEAR.......... 
Every Boy A POTENTIAL MERCHANT. 


Vital in Juvenile Department. . 
Care for the Growing Foot..... 


Opinions of the Editor.... 
By W. A. Connell .. 


Buster Brown Talks 


Practical Ideas 
The Merchant’s Opportunity ... 
Interesting the Children....... 75 


Soft Sole Wisdom..... aaa . 65 
Less Jazz and More Taste..... 
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A buying guide to 
BOOT AND SHOES 
Alden, C. H., Abington, Mass........... 54 


Bancroft-Walker Co., Boston, Mass...... 7 


Best-Ever Slipper Co., Inc., Brooklyn, 
Se Shs eebhdabidecasdicideetetes 105 
Blog Shoe Co., New York City.......... 104 
Brockton Co-operative Boot and Shoe Co., 
PS. cocdelcwadcocenegsceues 102 
Brooks Shoe Mfg. Co., Phila., Pa......... 107 
Brown Shoe Co., St. Louis, Mo........... 35 
7 Burkley Shoe Mfg. Co., Brockton, Mass.. 107 
Burdett Shoe Co., Lynn, Mass........... 24-25 
Cantilever Corp., Brooklyn, N. Y......... $2 
Carter, J. W., Co., Nashville, Tenn...... 27 
63 Central Shoe Co., St. Louis, Mo......... 28 


Churchill & Alden Co., Brockton, Mass., 


64 4th Cover 


Cae. | Edwin, & Son, Inc., E. ve 
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Cohen, Samuel, Shoe Co., Boston......... a 
Commonwealth Shoe & Leather Co., Whit- 
TEM, BEB. cccccccccccessoscocecs 20-21-102 
66 Coon, W. B., Co., Rochester, N. Y....... 90 
Copeland & Ryder Co., Jefferson, Wis.... 82 
Cushmann-Hollis Co., Auburn, Me........ 98 
pints 68 
ee pops Davies Shoe Mfg. Co., Racine, Wis....... 49 
Dodd, Dorothy, Shoe Co., Boston, Mass.. 55 
Duane Shoe Co., New York City.......... 106 
pane Grae 72 
Elam, F. 8., Shoe Co., Rochester, N. Y... 106 
A tg SST Sg 73 Elco Shoe Mfgrs. Co., Brooklyn, N. Y..... 84 
Emerson Shoe Mfg. Co., Rockland, Mass.. 103 
74 Engel-Cone Shoe Co., E. Boston, Mass.... 57 








Fargo-Hallowell Shoe Co., Chicago, Ill.... 81 
WHo’s WHO ON THE ROAD....... -« By Holen M. Haney .....s000- 91 Freeman Shoe Mfg. Co., Beloit, Wis...... 58 
News of the Travelers. 

SHOE MERCHANTS NEWS .......... About BabaGere ...0. vcccccces 95 Golo Slipper Co., New York City......... 84 
Goodrich, B. F., Rubber Co., Akron, Ohio 39 
SHOE MARKET NEWS ............- Among Manufacturers ........ 104 Greeley, A. W., Co., Haverhill, Mass...... 88 

OTHER REGULAR FEATURES a Daniel, Felt Shoe Co., Dolgeville, 
Hamilton-Brown Shoe Co., St. Louis, Mo. 51-52 

— & Chapline Shoe Co., Milwaukee, 

WB, ccc ccerereeeeeeseeeseseeseeeeeess 

GETTING MORE Haseltine, Ernest D.. Co. Newburyport 
SHOES SOLD RI GHT BNE, cccccccccecccccvecccoocceococce: 15 

a Bros. Shoe Mfg. Co., St. Louis, 
THE BOOT AND SHOE RECORDER PUBLISHING Co. Julian & Kekenge Ce., Cincinnati, Ohio..12-3 
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SUBSORIPTION RATES 


The subscription price of 
postage in the United States, its possessions, 


the Boor anp SHop Reocorprr is $3.00 for one year, which includes 
Canada, Mexico, Spain and ~ golontes and South 


America (excepting Venezuela and the Guianas, which is $ 


FORBIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 


All subscriptions are payable in advance. 


Single copies 


25 cents. 
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those undelivered 
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. em, Pee B. Cs, inn, Brockiva, - sible a develpoment of boudoir 
102  Sallun, A. F., & Sons, Milwaukee, Wis...85-86 | Morrison Hotel, Chicago, Ill.............. 53 | and evening slippers, and the entire 
pees Goodyear Tire & Rubber Co., Akron, Ohio 19 range of leathers and fabrics 
wau Griess-Pfleger Tanning Co., Boston....... 11 ei 
a. - Nassau, The, Long Beach, N. Y.......... 110 | stamped and woven, and thrown into 
New York Export Purchasing Corporation, i j i 
a9 Hab Gore Makers, Chelsea, Mass......... “ MP sksssskcerecssercticases 19 | Colors, indicates a real opportunity 
2 = 96-10 for profit in the final months of the 
rook - 
a? L T. S. Company, Chicago, Ill.......... 26 Penney, J. C., Co., St. Louis, Mo........ 92 | year. 
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A Simple and Accurate Stock Record 


RECORDER STOCK RECORD SYSTEM 





One hour a week 
keeps your rec- 
ords complete. 


LOT NO. 


DAILY saz, 


mR STOCK RECORD SYSTEM 


Every sale and 
purchase re- 


corded. 


DESCRIPTION 





Visible daily turn 
over and sales 
report. 


$ 


postage paid; sent 
on receipt of your 


check. 





50 








Send for your 
copy today before 
supply is ex- 
hausted. 
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Lenton Hosiery 


Selected 


by Fashion Coordination Bureau 


Brown Durrell Company has been selected by The 


Fashion Coordination Bureau as the source of T 
hosiery styles and colors for The Fashion Coor- * 
dination Chart and The Fashion Coordinator, the S 


publication which presents the newest merchandise 
of the leading manufacturers in every division of 
fashion. The information will be a graphic picture 
of the complete ensemble showing the specific 
relation of the new fall hosiery shades to the cos- 


tume. We consider this a significant tribute to the c 
style leadership of Gordon Hosiery. - 
The guidance of The Fashion Coordination ton 
— 
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Bureau will enable us to produce hosiery in all the 
new shades in complete harmony with every part 
of the smart costume. The leading new features of 
the outstanding manufacturers of silk fabrics, mil- 
linery, shoes, ready-to-wear garments, gloves and 
other accessories have been definitely taken into 
account in the preparation of our entire line. 


Brown Durrell Company 


11 West 19t» St., New York + 104 Kingston St., Boston 


These new hosiery styles — 


exclusive in Gordon— 


are available to you 


in a complete range 


of colors for 








A\ \ 

W 
The Gordon V- Line, emphasizes the 
graceful lines of the ankle. It reveals 
the daintiest, narrowest part just above 
the heel. In the newest and smartest of 
the fall shades, in chiffon or medium 

weight. To retail at $2.50 








Gordon Top Clock: The 
Shadow Clock inverted, 
runs down from the knee, in 
tones to harmonize or con- 





every type of 


costume, 





| BD 


{ 
t \ 
\- 
AS \y 
Ne 


Gordon Shadow Clocks with the new 
Narrow Heel. The Shadow Clock is 
delicately traced in the chiffon in self- 
color or contrasting tone. The slender, 
narrow heel ts infinitely smarter than 








the standard broad heel. Retail at $3.00 


trast with the stocking shade. 
Gordon Top Clocks are a 
smart novelty for new Sall 
costumes. To retail at $3.00 











or 1, 
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Profit-wise merchants say— 
“The TreZur line of silk stockings 


is bringing us a constantly growing 
group of women who appreciate 
the slenderizing and styleful effect 
of pure pointed heel hosiery.” 


PURE SILK with WELT of FINE LISLE 


Style Per Doz. 
SO Chiten weight with off& plated sole.....ccccccccccccscccsves $12.50 
ee ss ou cen e dbs ea e600 096666089 12.50 
60 Forty-five gauge chiffon weight with silk plated sole......... 15.00 
65 Extra heavy service weight with lisle sole.................. 15.50 
ALL PURE SILK 
70 New improved forty-five gauge chiffon weight............... 15.50 
Fe I EE BUS Goo ce ccc ccccccrtsursecseness 16.00 


Immediate Delivery—Special Mail Order Department 


COMBINE HOSIERY CORPORATION 


1107 Broadway, New York 
(See back cover) 


REAL POINTED HEELS 


0A 


shelves 
cor pac 
maxe a 
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pany’s 
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ma<xe an admirable hosiery depart- 
meit in the Fontius Shoe Com- 
pany’s store in Denver, Colo., yet 
thi: little department does a tre- 
mendous business. 

One of the chief factors in its 
success is its location, to the left of 
the main entrance of the store, 
where it is seen by each customer 
entering the store and again in leav- 
ing it. Also right in front of the 
entrance is a glass show case, used 





xclusively for the 
lisplaying of hos- 


ery, particularly 
lew and novel 
umbers. 


The hosiery stock is carried in the 
shelves back of the counter, ar- 
anged according to size and style, 
where they are quickly accessible. 
This gives speedy service, often a 
necessity in selling hosiery. The 


Hosiery and Shoe Store Accessories 








The full length mirror at the 
right is one of big features of 
the Fontius hosiery department 
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SMALL BUT ACTIVE 


A Counter and a Few 


Shelves Comprise the 
SHOW Hosiery Department of counter, with a glass 
o case counter Fontius Shoe Store, but ‘°P has a shelf im- 
and a few ‘ 7 mediately below, 
shelves for stock, Accomplish Big Results so that a wide 
conipact and neat, range of colors or of 


novelty hose can be displayed, right 
under the eyes of the prospective 
customer. 

A glass show case next the 
hosiery counter contains the display 
and stock of findings, and at the 
other side is a section for the stock- 
ing of reserve hosiery in boxes. 

One of the most interesting fea- 
tures of the department, however, is 
a full length mirror alongside this 
hosiery case. Eight out of ten 





women, by actual 
count, either on en- 
tering or leaving 
the store will pause 
in front of this mirror to take a 
hasty or lengthier glance at them- 
selves. The attention value of the 
mirror, according to those in charge 
of the hosiery department, has been 
a big factor in making hosiery 
sales. 
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REG. U. ©. PAT. OFF. 


HEEL 


Beautifies and Glorifies the 
Ankle of the American Girl 


















































No. 


top, all-silk, Paris Jacquard mesh, $30.00 per 
dozen—Super Quality. 
top, all-silk, Paris Jacquard mesh, with clox, 


No. 991—Picot 
$34.50 per dozen— 


STYLE ORIGINATORS AND SPORTS HOSE CREATORS 





901—Picot 
$22.50 per dozen. 
No. 902—Picot top, all-silk, pure dye wide mesh Jacquard clox, 
$22.50 per dozen. 
No. 990—Picot 





UU 


OW is the psychological 
N moment to adopt our 
Style Program of Women’s 
Silk Hosiery. Smart Wo- 
men are tired of plain chif- 
fon silks. Their demand is 
for something different. The 
K-T-C collection of Chiffon 
Jacquards hits the Bulls Eye. 
Place your Christmas Busi- 





ness at once. 








No. 911—A Pure Dye all-silk 
chiffon stocking, with interlined 
lisle top and sole, featuring the 


Fleur-de-Lys_ solid silk heel. 
Fully protected by Patent Rights. 
A Quality Stocking—price $22.75 
per dozen. Suggested retail price 
$3.00 a pair. 


No. 912—Three thread 48 gauge, 
Ingrain Silk Stocking, with Fleur- 
de-Lys Heel. Price $32.50 per 
dozen. 


top, all-silk, pure dye narrow Jacquard clox, 


Super Quality. 
Immediate delivery in the latest Parisian colors. 


86. U.S. PAT. OFF. ( 


KRUEGER-TOBIN CO., Inc. 
15 East 30th Street, New York City 
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HELPING SANTA CLAUS 


Special Christmas Pack- 


A N T A 
CLAUS fills 


ings and Display Stimu- 
late Hosiery Business in 


recipient, is likely to 
get more business 
than the retailer who 


_ the children’s Pre.Yule Shopping 
stockings, but he i depends on his ordi- 
brings hosiery to Period nary stock, handled 


every member of the 

family, if the astute merchant is on 
the job in that hectic time known as 
the Christmas shopping period. 

There is no argument. on the 
statement that hosiery makes an 
ideal Christmas gift. No woman 
ever had enough pairs of hose and 
every man has less than he should 
have. Children, of course, always 
need new _ stockings. 
There is your field, 
already plowed. All it 
needs is sowing and 
reaping—sowing in the 
form of proper adver- 
tising and display, and 
reaping 
through the 
merry tinkle 
of the cash 
register. 

But just 
“Stock ings 
for Christmas 
Presents” is 
not enough. 
The merchant 
who has his 
hosiery spe- 
cially boxed 
or otherwise 
attrac - 
tively packed, 
all ready for 
the smiling 
donor to hand 
to the happy 












Christmas boxes, 


for mailing. 
packed to the box. 


Hosiery and Shoe Store Accessories 


Here is the way that one enterprising hosiery 
manufacturer puts up his products in special 


with 
tached to the paper band around the hosiery. 
The boxes are unusual in size and convenient 


The 
packed one pair to the box 


in the usual manner 
to do the trick. 


Special Christmas packing 
g 


means much, not only in_ the 
way of suggesting hosiery as a 
gift, but in helping the busy 


shopper, who is still busier when the 
time for wrapping gifts comes 
round, to solve a deadly difficult 
problem. 

Wrapping Christmas gifts may 

he fun for some people, but it is 

a deadly bore to most of us. 
What is easier than to 
buy a gift already 
wrapped and_ needing 
little more than the pen- 
ning of the recipient’s 
and donor’s names there- 
on. Make it 
easy to give 
hosiery for 
Christmas 
gifts and you 
have gone a 
long way to- 
ward corrall- 
ing much of 
the  Christ- 
mas hosiery 
business. 
Manu factur- 


ers are now 

a Christmas card at- putting up 
hosiery in spe- 

a ; . cial Christ- 
Two pairs of men’s hose are f Aiieme 
women’s hose are aS packings, 

or in boxes. 
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g Hosiery Style 
Full 30 inch 
42 gauge, self- 


is meeting with instant 
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Pp to toe. 


strand, 
Now Ready for Delivery 


KRAMER HOSIERY COMPANY 


5 


Graceful Slenderizing Lines. 
TO RETAIL AT $1.95 


All silk from to 


A new and captivatin 
length, 
spliced 


note which 


favor. 





W”. AISDARMIC SOF. 


2OO_311 


SOLE DISTRIRUTORS— 
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THE PICTURE DARKENS 


tones 


D 


of well dressed 


peared at the International 


games last month 
and at the opening 
of the Autumn 
racing season at 
Belmont, two 
premier events 
which bring out 
the really fashion- 
able. At the race 
meet, the large 
perecentage 
of gunmetal hose 
that was worn 
with black shoes 
was striking. Gun- 
metal with black 
heels also was in 
strong evidence. 
At the Polo 
games, the darker 
tans and brown 
tones prevailed. 
The gunmetal 
situation is be- 
coming interest- 
ing. New gun- 
metals with a 
bluish cast are be- 
ing brought out, 
to harmonize with 
the new gunmetal 
kid.shoes. A 
leading hosiery 
store in New 
York has come 


lout with a very 


ARKER 


hosiery have 
been given the stamp 


j 


Somber Tan and Gun- 
metal Hosiery the First 
Choice of the Well 


Polo The black heel o 





Kayser’s new Style 152X—a full 


fashioned all silk hose, 33 inches 
long 


Hosiery and Shoe Store Accessories 





dark blue sheer hose 


in , with a_ black heel, 
Dressed Woman for Fall) which blends well 

with the blue cos- 

women who ap-_ tume and black or gunmetal shoes. 


n dust, and other 


of the cloudy gray 
tones, looks good 
for fair volume 
selling through 
the months to 
come. Other col- 
ored heels have 
lapsed into com- 


parative  quiesc- 
ence. 

Fancy self color 
heels are still 
holding interest, 
although they are 
not big volume 
sellers. The pro- 
ducer who 
brought out the 


Fleur-de-lis heel 
has gone further 
and is. offering 
these hose in eve- 
ning shades with 
the heel hand 
painted and out- 
lined in gold. The 
hose in which the 
heel line does not 
show at all, are 
exciting more at- 
tention. 

Sheer hose will 
rule throughout 
the winter, worn 
at times over wool 
underhose. 
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Hundreds of dealers find these 

distinctive McCallum Christ- 

mas boxes a great help in 
boosting Christmas sales. 





» 


MM C allum 


Y O U JU S T K N O W 
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DANCES... 


j Between now and 
Christmas time 


A wonderful chance for you—with these three numbers 


AVE you seen the McCallum line in picot 
edge? These numbers are sure to be big 
Christmas sellers—but you can easily sell pairs 
and pairs of them before Christmas, too. 
These, for instance: * No. 197—Very sheer 
fine gauge, all-silk chiffon, picot edge, $3.50. 
No. 507—Same as 197, but with black heels, 
$3.50. *No. 201—A fine gauge filmy sheer 
chiffon with narrow French picot top, $5.00. 





. The line also includes popular numbers, at 
prices even more popular— all-over silk chiffon 
and service weights from $1.95 to $3.00, and 
lisle-top service weights from $1.65 to $1.95. 
And by all means, look over your stock. 
Get your order in our hands as soon as possible 
—before the rush begins. McCallum Hosiery 
Company, Northampton, Massachusetts. 


* Fealured in McCallum National A verlioing 


Silk Hosiery 


Wis HE WEARS T HEM 


Hosiery and Shoe Store Accessories 



















Copyrighhted 
| E-AHIRNER 


PATENTEE 


THE NEW 
and 
CORRECT 





Hose, with Super 
Elastic knit leg at 











wine 


























HE illustrations above show at the left an ordinary hose and at 

the right a Hirner Foot Hose, each placed against an outline of 
a drawing, in the same proportion, of a hose as it actually is 
stretched, when on the foot. 

















The leg of a Hirner Foot Hose has 
enough elasticity to conform itself from 
a 7 inch ankle to an 18 inch calf. 


The Rib Knit extends to the heel, arch 
and over the instep, giving the needed 
Elasticity over and around the instep 


and heel. 


For absolute Fit, Comfort and Style, sell 
this hose to your customers. 


HIRNER HOSIERY CO. 


Allentown, Pennsylvania 
New York—E. W. Robischon, 389 5th 
ve. 


Philadelphia—R. H. Aucott, Queen Lane 
Nat. Bank Bldg. 


Chicago—Gale V. Smith, 408 S. Wells St. 

Cleveland—Ralph Smith, 1426 W. 3rd St. 

Savannah—Tom on ~Se 123 Broughton 
:. 


Also Manufacturers of 3 
exclusive fancy jacquard 
patterns in Viscose and 
Lisle. 






This Two Tone, 20 strand 
pure Japan silk sock re- 
tails at $2.50 and up. 
Lisle retails at $1.00 and 
up. Write for samples. 


—— a eesnenseenieanssieseeeianieeniliinaneinaa ee 
Boot and Shoe Recorder, October 1, 1927 









tion | 
Perhaj 
dress- 
among 
land, 
fact fr 
more 
coveri 
patter 
have | 
illusio 
lines | 
so W 
Men | 
and s 
prope 
seasol 
Lig 
wools 








Hos 








EN are 
paying 
more atten- 


tion to their sox. 

Perhaps it is part of the general 
dress-up movement now noticeable 
among the male inhabitants of the 
land, but whatever the cause, the 
fact remains that men are getting 
more particular about their ankle 
coverings. No longer does any wild 
pattern please them. They seem to 
have learned something about optical 
illusions. Straight up and down 
lines create a sense of slenderness, 
so women found out years ago. 
Men have tumbled to the same idea 
and so vertical stripes appear to be 
proper male ankle adornment this 
season. 

Lightweight wools and silk and 
wools are riding the high crest of 














to retail at $1. 


At the top, left, is a new jacquard number, in 
wool, introduced by the Allen A Company 
Top right and lower left, 
are two light weight all wool numbers, 
imported by the 
Company, illustrating the tend- 
ency toward wide clocks and 
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GET THE SOX APPEAL 


Good Taste and Subdued 

Colorings Pointing the 

Way to Profit in the 
Men’s Hosiery Field 


popularity for fall. 
Of course, a few 
heavy wool numbers 
always will be sold, 
but the general tendency is toward 
lightness and softness. Rayon mix- 
tures, either with lisle or wool are 
growing more popular in the lower 
priced lines. Heavy all silk is re- 
served for dress-up occasions and if 
it is decorated with a hand em- 
broidered clock, so much the better. 

Colorings are mainly in the dark 
grays, the soft browns with a few 
blues and greens to add tone. More 
black mixtures are used than have 
been seen for some time past. 

In sports hose, small patterns in 
quiet colorings, and even solid 
colors, are coming to the fore. More 
ribbed sport hose are in demand 
than has been the case recently. 







Krueger-Tobin 


vertical stripes. At the low- 





ber in 


Hosiery and Shoe Store Accessories 


~ er right, is a new num- 
rayon 
yarn, showing both 

vertical and hori- 
zontal 
ings. 


mixed 





strip- 











RUTH MARTIN 


Hosiery Woman 
By 0. K. JOHNSON 


The Young Woman Who 
Established a Hosiery 


7 ATHER, 
you’re adver- 
tising Martin 


shoes three times 
every week. Why do 
you do it?” 

“When folks in this community 
think about good shoes,” said Ruth’s 
father, “I want them to think about 
the Martin Store and Martin foot- 
wear. And when they are ready to 
buy good shoes, I hope they will 
think of coming here to make their 
purchases. Advertising offers a 
method to get people to regard our 
store and our merchandise favor- 
ably, and to desire to wear our shoes 
themselves.” 

The publicity Ruth had arranged 
for—a brief series of announce- 
ments of the opening of the new 
department and of the new stockings 
—had appeared in the newspapers, 
and her plans called for further 
publicity. 

“Father, you know the reputation 
of The Martin Store and of Martin 
shoes is largely due to your con- 
sistent and careful advertising, 
backed up by the character of your 
merchandise. My hosiery depart- 
ment is not going to grow and pros- 
per without good advertising any 
more than the shoe business can 

prosper without it. Let’s have a 
conference tomorrow morning on 
stocking advertising.” 

Seated at the store’s conference 


Department in Her 

Father’s Shoe Store 

Holds an Advertising 
Conference 


table in a corner of 
the office —at her 
father’s right hand, 
her brother next, the 


advertising man 
across the  table— 


Ruth pictured the situation in a few 
words: 

“Martin stockings need to be ai- 
vertised, just as do Martin shoes. 
But stocking volume is smaller than 
shoe volume. Our sales of shoes 
this month will probably equal 
stocking sales for the first year. 
And profit margin is less. So we 
cannot afford to pay too much 
money for stocking advertising. Yet, 
our stocking advertising must be 
adequate, which means it must be 
regular and consistent. I want to 
see Martin stockings included in 
the three Martin shoe advertisements 
every week, and I want occasionally 
to see an advertisement entirely 
devoted to stockings. How can we 
do it? How much will it cost?” 

The advertising specialist was 
ready with information and sug- 
gestion. 

“We are paying ten cents a line 
in The Globe and twelve cents in 
The Express, $1.40 and $1.68 per 
inch of space single column wide. 
The advertisement in The Express 
this morning, three columns wide 
and seven inches deep, cost just 
thirty-six dollars. 

“But your problem is not a diffi- 
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cult one, Miss 
Ruth,” he con- 
tinued ; “you can 
have stockings in 
each advertise- 
ment, and an 
exclusive 
stocking adver- 
tisement occa- 
sionally. Both 
these I strongly 
advise.” 

faking pencil 
in hand, he illus- 
trated his re- 
marks with 
sketches on 
pages of the 
morning paper. 

“In every 
advertisement a 
place can_ be 
found for a re- 
mark about 
Martin stock- 
ings. Little 
space is needed 
for this. Vary 
your space in 
size according to 
what you have to 


say, and in shape —Dispatch to the New 
according to the York World. 

requirements of 

the Other mMer- ——ismmnnnnnnmnnnonans.nnsnnonnnnnnnnnnnnns nin: 
chandise you 

advertise. The advertising man will “The copy 


find the way to get the results we 
In each advertisement a 
sum varying probably from two to 
five dollars will be charged to your 
expense 


are after. 


department. 


This 


department can stand. 


vvsenanent 
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Cotton Stockings? 


Atlantic City, N. J— 
Apparently there is not a 
pair of cotton stockings in 
all Atlantic City, either on 
the shelves of the stores or 
on feminine limbs. 

Miss Geraldine Maloney 
of the National Surety 
Company, which is in con- 
vention at the Ambassador, 
was asked to purchase cot- 
ton stockings for old-time 
bathing costumes to be used 
in a pageant. 

Miss Maloney tells her 
own story: 

“T went from store to 
store—all along the avenue, 
and when I asked for cot- 
ton stockings the answer 
was cither a funny look or 
a facetious reply, such as, 
‘Cotton stockings, did you 


say? What are they used 
for?” 

One very young sales- 
woman had really never 


heard of cotton stockings. 


desire to 


your 
It is not 





3 











we 
signed to influence people to think 
highly of Martin stockings and to 
wear them. 
quality, fine texture, uniform weave, 
beautiful luster, soft feel of pure 
silk, snug feel of pure wool, perfect 
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advertising. 
We’ll put 
thoughts of 
Martin stockings 
into the mind of 
every person 
who sees The 
Martin Store ad- 
vertising. Atten- 
tion will be 
called to hosiery 
appropriate for 
use with the 
shoes advertised, 
or to entirely 
different hosiery 
as the case may 
be. 

“Suppose we 
say that, for the 
first six monhts, 
we'll spend 10 
per cent of hos- 
iery sales on 
hosiery advertis- 
ing, then reduce 
the advertising 
expense to 8 per 
cent for the last 
half of the year. 
At that time we 
can tell how 
much to spend, 
perhaps 5 to 6 
per cent for the 
second year. 
will be 


use de- 


We'll talk 











exorbitant. I think it is adequate 
“Tt is up to this conference to 


decide upon a policy of stocking 


advertising. My suggestion is this: 
“The two lines of merchandise 
will ride along together in the store 
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fitting quality, exquisite coloring, 
fashion, good taste, and every other 
quality in high grade hosiery re- 
garded as desirable and valuable. 
The advertising will stimulate buy- 
ing motives.” 
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Dobyn’s Foot- 

wear, Inc., 

Long Beach, 
Cal. 
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4 A. W. Smith Co., 
S Spartanburg, S.C. 


WELL 
DONE 
’ | Beto ha Ds 
Ee e reproduced the 


: store’s hosiery de- 
\ toe partment in the dis- 
\ play window to 


‘ 
/ * 1 dramatize a $1.50 
T hosiery sale at the 
ce) A. W. Smith Com- 
r pany’s store in 


Spartanburg, S. C. 

4 Realistic, interesting 
ae and effective. 

Against a_ patch 

poster of a woman 


- er gre? in evening dress, the 


idea of autumnal 
social functions was 
further emphasized 
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Davenport Hotel 
Sport Shop, 
Spokane, Wash. 


in a corner window 
Dobyn’s Footwear, Inc., Long 
Seach, Cal., by the use of a big 
vase of cat tails and other fall flow- 
ers. Of course, the hosiery shown 
was in the latest fall shades. 
Milady’s boudoir, with milady 
herself completing her toilette car- 
ried more than a hint of evening 
hose in a splendid display, the work 
of Kenneth S. Bush, at the Daven- 
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display at 
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Gundlack’s, 
San Cal. 


Jose, 


port Hotel Sport Shop, Spokane, 
Wash. 

Showing hosiery flat usually is 
not artistic or yet by 
using stockings to form a sun-burst 
effect over a picture frame, Gund- 
lack’s, San Jose, Cal., achieved a 
novel display, which was not with- 
out a high degree of artistic merit. 
Several pairs‘of shoes in harmoniz- 
ing colors were shown. 


successful, 
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An Epoch Making Victory 








The Slipper Sole 





The 29 in. length Beauty and Durability 


Delivery Overnight Assured from Nearby Distributor’s 


Warehouse 





Boot and Shoe Recorder, October 1, 1927 








heel 





utor’s 


'» 1927 





135 


n Hosiery Manufacture. 
A Dollar Hose that has 


... the slipper sole ..... the new narrow extra-high 
Grace heel... the 29 in. length 


HINK of it! Special fea- 
tures in a $1 retailer 
ieretofore available only in ho- 
siery that is much higher priced 
the slipper sole ; 
narrow, extra-high Grace 
29, inch length 
desired colors. 


the 
heel ° 
the 

This means that at last these 
features are within reach of 
every woman in the land , 
right NOW, when short skirts 
and low-cut shoes have made 
women far more critical of their 
stockings than ever before. 

It means that many customers 
can—and will—buy two _ pairs 
where they bought only one be- 
fore. 

It means new customers 
repeat sales and ever- 


increasing good-will and profits 
for your Hosiery Department. 


No Over Buying 


Buster Brown distribution is 
through nearby warehouses. 
This gives you the chance to re- 
place fast-selling numbers over- 
night. It keeps your stock ever 
fresh and up to the minute, elimi- 
nating the necessity of loss-tak- 
ing clearances. 

Ask your distributor to show you 
these new Buster Brown $1 retailers: 

Style 625—25”" thread silk, 4” super 
elastic mercerized top. 

Style 634—silk plated, cntire 29” 
length. In all popular shades. 

Style 635—25” silk plated, 4” super- 
elastic mercerized top, service weight. 
And all with the features pictured on 
the opposite page. 


Amory, Browne 2 Co. 


POSTON 


NEW YORK 


CHICAGO 


Sole Selling Agents 


USTER BROWN Aoszery 
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Hosiery Sales in Six Years ts 
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lo 
GOLD STRIPE| pe 
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( C 2 4 stre 
HAT figure DOES strike home with a sort of incredulous 3 stoc 
bang, doesn t 1t— 4,840%_ and last year’s business was close to he >. 
€ the half million mark! Yet, it merely sums up the true story of 5 _ 
| a single store in selling Gotham Gold Stripe Silk Stockings. = 
The answer 1s that the finest stockings that one of the world’s : 
largest stocking manufacturers knows how to make are supported | the 
by every conceivable type of service that can possibly effect sales bal 
Full merchandise exchange privileges—-no mark-downs— free dye ope 
service—repair service—twenty-four hour delivery service—adver int 
tising material—these are just a few of the factors that help Gotham Fir 
merchants build a profitable hosiery business. are 
If YOU are interested in increased hosiery sales, write and we'll nal 
be glad to explain how we can help. ver 
mu 
‘ v for 
Gotham Silk Hosiery Co., Inc. 
Manufacturers 
389 Fifth Avenue, New York “di 
Mills, Philadelphia, Dover, Wharton, Passaic and New York an 
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lis! 
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wi iain: ole oak | 
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AVE you a little fashion co- 
H ordinator in your hosiery de- 
partment? If you haven't, you prob- 
ably will be thinking about it soon. 
There is one, and soon will be two, 
in the hosiery department at Arnold, 
Constable & Co., New York, under 
the direction of Miss Nolan, the 
hosiery buyer. It is the fashion co- 
ordinator’s duty to know what hosi- 
ery to wear with every type and 
color of gown and shoe. She really 
knows her stuff, too, for she is 
drilled in the job all the time. Any 


whose own sense of fashion is not 
strong enough to tell her the right 
stocking for a certain costume, im- 
mediately calls in the co-ordinator. 
“Get yer winnin’ colors,” cries 
the pennant seller outside the foot- 
ball field. Henry C. Lytton & Sons, 
operating The Hub, in Chicago, have 
interpreted this in hosiery for men. 
Fine wool sox offered by this house 
are embroidered with the colors and 
names of eleven mid-\Western uni- 
versities. The hose are heather 
mixtures and the embroidery, in the 
form of clocks, is done by hand. 
x 

Seven “essentials” and ten 
“dont’s” are listed and explained in 
an interesting booklet for retail 
salespeople handling hosiery, pub- 
lished by the Arrowhead Hosiery 
Mills, Chattanooga, Tenn. The 
seven essentials are: interest in 
your work; interest in your cus- 
tomer; know your stock ; know your 
merchandise ; dominate every trans- 








This and ‘That 


Ideas Culled from 


salesgirl who gets hold of a customer | 
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Here and There 


action; combat reasonable objec- 
tions; make multiple sales. Here 
are the dont’s: don't stare at visitors 
in your store ; don’t continue arrang- 
ing stock or talking when customers 
approach; don’t address your cus- 
tomers as “Dearie” or “Darling” 
don’t be languid ; don’t overdress or 
use excessive make-up; don’t be 
haughty; don’t talk loudly; don’t 
neglect the 5.00 to 5.30 customers ; 
don’t entertain personal visitors ; 
don’t be idle. 


To draw attention to some recent 
importations in golf hose, the Madi- 
son Avenue, New York, French, 
Shriner & Urner shop recently 
showed in their window a five-foot 
cut-out figure of a golfer, with the 
familiar disgusted look that comes 
after missing a five-inch putt. The 
golf hose shown with the figure, by 
the way, carried inch wide stripes 
of black, red and white, navy blue, 
light blue and white, or blue, tan 
and white. 


Maurice L. Rothschild, one of the 
leading men’s wear retailers of Chi- 
cago, recently established a hosiery 
department for women in a small 
space next to the men’s furnishings 
department. It is paying hand- 
somely. More than half the sales 
in the department are made to men, 
who buy hosiery for their wives- 
perhaps other men’s wives, who 
knows ?—but who buy it just the 
same. These men would hesitate to 


go to the hosiery department in a 
woman's store. 




















The New Romilla 


Silhouette Self-Color Heel 


(Pat. App. For) 
—is fashion’s favorite. Repeat orders 
the country over are greeting this star 
of a line that is all stars. 


Note the symmetrical angles .. . the 
graceful slenderizing effect . . . and send 
your order now for 


Romilla No. 60 


Full Fashioned All-Silk Chiffon 
with Silhouette Self-Color Heel 


$1 5.00 A Dozen 


1/10 E. O. M. 


Full-Fashioned Hosiery Exclusively 


MILLER HOSIERY COMPANY 
330 Fifth Avenue, New York 


Chicago Office—North American Bldg., State & Mon- 


roe Streets * 
San Francisco Office—51 Fremont Street 












CANNOT TARNISH 
OR RUST— 
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This high grade exquisite buckle r 
in platinoid finish is only one of - 
many designs in this material. . 
We work with you and carry out * 


your ideas. t 


L. ALTERSON & CO. ‘ 


Creators of Shoe Ornaments and 
Buckles 


54 W. 21st St., New York, N. Y. 
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Information < 
Bureau pass 
. @ 
. RON” 
Hosiery Buyers fle 
who wish to locate cer- 
tain brands or who have 
peculiar problems to solve 
are invited to write to us. 
We are glad to act as a as 
clearing house for this = 
kind of information. 
iken 
Address your letters to 
Hosiery Division 
Boot & Shoe Recorder- 
239 W. 39th. St. C 
New York 
He 




























lof ANNOUNCING ~ 
‘lvon Glad’ 
Silk Hosiery 


With Knit to Fit Foot, Smooth toe and heel and 
Smocth non wrinkle Ankle. 





















These are among the greatest improvements ever 
made in the Hosiery industry and assure IRON 
(LAD Seamless Silk Hosiery will in the future 
fit even better than it has in the past. The Hosiery 
i‘lustration tells the story. The New IRON CLAD 
hnit-to-Fit Foot style No. 810 is shown on top in 
comparison with the bottom stocking which was 
made by the old method. No. 810 is a delightful 
light weight “SILK TO THE TOP” style produced 
ef Pure Silk and with full fashioned markings, 4 
ply Mercerized heel, toe, and sole. Comes in the 
rewest shades of Black, White, Atmosphere, Skin, 
——. Blonde, French Nude, Grain, Parch- 

Sandust. x , i i. Peachbloom, 
Moontight, Silver Gre Maw Taupe, and Gun 
Metal, and is available for IMME DIATE DELIVERY 
t $8.00 per dozen. Send TODAY for a sample 
dozen and let this New IRON CLAD style prove 
ts merits by your closest inspection 












the greatest im- 
provements ever 
made in any 
hosiery. The fit 
of the ankle on 
this IRON 
CLAD com 

pares —— 
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Fashioned on 












TUE GLOVE 
FITTING IN 
STEP is a big 
fe — of this 
Ne IRON 
CLA \D Style 













Above is 
etched the hu- 
pan foot. Note 
pw ocitosely” the 
nes of the new 
RON CLAD 
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Our SNUG FIT- 
TING HEFL 
does away with 
wrinkles and 
‘dog ears’’ and 
gives a_ perfect 
smooth surface 
















The KNIT-TO- 
yote the FIT FOOT with 
SMOOTH TOE our new im- 
n «which the orovement assures 
mnecessary fab- the foot is 
i¢ has been placed at AB- 
uken out. SOLUTELY the 
CORRECT AN- 
GLE TO THE 
LEG. 















Cooper, Wells & Co., 250 Broad Street, St. Joseph, Mich. 


Mills at St. Joseph, Michigan, and Albany, Alabama 
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This Amazing New Hose 


Just fits shoe store needs 


Women’s all-silk-to-the-top 
Style 12 for only $12 a 
dozen 


Beautifully full-fashioned! Of the highest quality, “all-the-way-up”’ 
silk to please your most fastidious customers! A fitting accompani- 
ment for the finest of lovely new shoes! And yet so amazingly priced 
as to suit the most ardent bargain hunters! That's this astonishing 
new number 12 Everwear now announces for only $12 a dozen. 


Note these superb features of the 
new Everwear Hose Style 12 for $12. 


42 gauge, medium weight $12 a dozen Silk to the top, finest 
_ Service. 2%—10 E.O.M. quality, crack, double ex- 
Not chiffon. f.o.b. Milwaukee tra, Japan silk. 
Mercerized lisle foot and Full-fashioned from top 
double strength toes. to toe. 


In popular colors 


Aloma Evenglow Gun Metal Rose Taupe White 
Black Flesh Pearl Blush Sandust Yosemit« 
Champagne Grain lose Nude Shell Grey 


Considerable time, effort and money have been invested by Everwear to be 
able to offer this sensational new hose for only $12. Only through special 
Everwear production methods, and unusual wor!d contacts with sources of raw 
material, built over two decades, can such quality and style be so liberally 
offered. Cash in on this now by wiring or writing today for an advance order. 
Remember, a vast, long established organization backs the success of Everweat 
Style 12. 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, Men and Children 


MILWAUKEE, WISCONSIN 
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Hosiery Market Chat 


Hosiery Co: 

Milwaukee, has recently intro- 
duced on the market a new number, 
Style 12, a full-fashioned, all silk to 
the top, medium weight service 
stocking, 42 gage, to sell to the trade 
at $12 a dozen, less 2 per cent—10 
E. O. M., f. o. b. Milwaukee. While 
a number of other manufacturers 
have put stockings at this price on 
the market they have been of the 
chiffon type, and the new Everwear 
number, according to George Alli- 
son, president, is the first full- 
fashioned medium weight stocking 
to be put out regularly at this place. 


Kramer Bros., 331 Fourth Ave- 
nue, New York, have added another 
floor to their New York offices to 
take care of the increased volume 
of business. This will permit their 
system of immediate deliveries to 
customers to continue undisturbed. 


Bragdon, Lord & Nagle Company, 
334 Fourth Avenue, New York, 
publishers of Textile World, have 
just issued the forty-fifth annual 
edition of the ‘““American Directory 
of the Knitting Trade, in the United 
States and Canada, 1927.” 

The book contains lists of manu- 
facturers grouped by States and al- 
phabetically by towns. An alpha- 
betical index gives cross references. 
There also is a classified list of knit 
goods manufacturers arranged by 
products, classified lists of manufac- 
turers of different types of yarns, 
of dyers, bleachers and _ finishers, 
lists of New York resident buyers, 
jobbers and export firms, as well as 
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British exporters. Special maps 
show the location of knitting mill 
towns. The book is priced at $2 a 
copy, postpaid. 


Westcott Hosiery Mills, Dalton, 
Ga., have opened a New York of- 
fice at 358 Fifth Avenue, opposite 
the Waldorf-Astoria Hotel. P. W. 
Page is in charge of this new office. 


Strahan & Co., Inc, New York, 
have merged their selling organiza- 
tion with that of Thomas E. Brown 
& Sons of Philadelphia. The com- 
bined sales force will be under the 
direction of E. M. Stephens, assist- 
ed by M. S. Fraser and will have 
offices at 389 Fifth Avenue, New 
York. 

A full-fashioned hosiery plant will 
be installed in the building of the 
Standard American Hosiery Mills, 
Inc., at Mohnton, Pa. Two units of 
42-gage machines will constitute the 
initial equipment, and it is expected 
to be in operation by January, per- 
haps late in December. J. A. and 
H. A. Sacks and Samuel Berkowitz, 
of the Daisy Whitehead Kniting 
Co., are the principals in the Stan- 
dard American company . 


Davenport Hosiery Mills, Chat- 
tanooga, Tenn., have put out an at- 
tractive colored booklet, entitled 
“Suggestions for Care of Humming 
Bird Sheer Silk Hosiery,” contain- 
ing directions for proper cleansing 
of the hosiery and for putting on 
stockings and fastening garters. 





















No. 330—Our latest 
and newest pattern in 
a self colored 
pointed heel al! silk 
chiffon. All colors. 
Price $15.50 


SPECIAL 


About November Ist 
we will announce a 
remarkable new stock- 
ing made under the 
high Jay-de-Kay stand- 
ards, which promises 
to be a real sensation. 
Send us your name 
and we will send you 
full details as soon 
as possible. 






a EP ee ee SL ae 
ULL FASHIONEO 
“STOCKINGS THAT SATISFY” 








No. 2100—Made particularly to meet the growing 
demand for a $1.50 chiffon. Full fashioned, silk to 
top with Lisle foot, 5 strand, 42 gauge. Latest 
popuar shades for Fall. 

Price $12.00 per dozen. 


No. 1900—All pure silk, exceptionally high class 
chiffon silk plated foot. Our standard quality for 
years. A remarkable value in 40 up-to-the-minute 
colors. 

Price $13.75 per dozen. 


No. 452—We can’t begin to describe the beauty 
of this wonderful chiffon. All silk and exceptionally 
sheer with dainty French Picot Edge. All 
silk welt, silk plated foot and Block Toe. Immediate 
delivery of all the best selling and popular colors. 
Price $16.00 per dozen. 


We feature also a complete line of 
service weight stockings. 


Send for samples. 


METROPOLE HOSIERY MILLS CO. 
220 Fifth Ave., New York 





POT 








THE AVERAGE WOMAN 


more than ever before—needs and demands a REAL 


GOOD stocking that will give REAL GOOD service. 
The field for this particular number grows ever larger. 


At a dollar a pair the price is right for QUICK TURN- 


OVER. 


Our Style No. 555 is a pure thread silk Spring Needle Ser- 
vice Weight, with a narrow lisle top, full size. 


QUALITY THRUOUT at $8.00 per dozen. 


“ 


The Borne Hosiery Malls 





READING, PA. 
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'- GOLD MAID HOSIERY 


Introduces 


Chiffon Stockings with Steeple Heels! 














me 





The newest of new heels that TO RETAIL AT 
best reveal the grace of slim $1 -% 
and slender ankles 


Available in all the new AUTHENTIC AUTUMN SHADES 
—with self color heels 
Samples and Color Card Sent Upon Request 


Featured in that extraordiary quality of pure thread silk that is characteristic of all 
Gold Maid Hosiery—silk to the top with silk plaited foot 


Delivery October 10th 


GOLD MAID HOSIERY 


Sole Distributors: . 319 West Jackson Blvd., CHICAGO 
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No. 600 
ALL-SILK CHIFFON 


HOSIERY 


‘AS YOu 
LIKE IT 


FULL FASHIONED 














$1 2 per dozen 


Look at these features: 


Silk to the top. 

42-gauge—5 strand. 

293 inches in length. 

Fine lisle foot with toe- 
guard. 

Narrow sole and heel. 


IMMEDIATE DELIVERY 
Send Sample Order 


and Save Time 


J. R. BEATON CO., Ine. 
468 Fourth Ave., New York 


CHICAGO BOSTON 
227 W. Jackson Blvd. 99 Chauncy Street 
SEATTLE 


ATLANTA 
246 Peachtree Arcade Terminal Sales Bldg. 


SAN FRANCISCO 
133 Kearny Street * 
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BESIDES 


bags, 


“extra” 


ane“ 
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buckles 
and the 
items that shoe and hosiery stores 
are now handling, takes on added 
importance with the approach of 
the holiday season. 
selling hosiery for gifts, suggest by 
word of mouth and display some of 
these other items. 
stores are carrying such merchan- 
dise right along with their hosiery, 
and are making money. 

Several stores recently have added 
perfumes and artificial flowers as 
merchandise. 








Silver and 
colored 
stones make 
this buckle. 
Courtesy of 
Jeffer- 
son Import 
Company, 
New York. 





XTRA business in such mer- 
chandise . ckles, l 


While you are 


More and more 


One of the 


A new stcel- 
beaded 
buckle froin 
the line of 
the Deau- 
ville Import 


Cor pora- 
tion, Nez 
York 
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| HOSIERY 


most exclusive shoe salqns in New 
York has added a small toom to its 
establishment where hosiery is car- 
ried along with an exclusive line 
oi perfumes from Paris. If per- 
fume is handled, it is well to get an 
exclusive line and not try competi- 
tion with everybody else in town. 


] 


BONWIT TELLER &.CO 


rirTH AVEN 


Carefully thought 
out and executed 
was this long 
single-column ad, 
ticng up gloves, 
hosiery and hand- 
bags, by Bonwit, 
Teller & Co. 
The theme of the 
ad copy was based 
on the new me- 
dium coffee shade. 
One of the new- 
est fads now is 
to match in color 
tone the hose, 
gloves and hand- 
bag 


























Newest 
Self Color 
DELITE HEEL 














| A Brand New 
Heel Design 
$15.50 


An AIl-Silk Sheer Chiffon 
In All the Newest Colors 
Immediate Deliveries 
and licensed to 


Hatboro, under 
1,111,658 


Manufactured by 
Oscar Nebel Co., 
patent No. 


| ROSENHAIN CO., Inc. 
| 220 Fifth Ave., New York 


— Pasaine Hosiery 











Hosiery and Shoe Store Accessories 
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“DANCED THE NIGHT THRU—HOSE LIKE NEW” 
A NEW “LARKWOOD” 


Announcing SaRVICE WHIGATT NUMEO 


Style No. 800—AII silk, with the ‘‘V’’ shaped Toe re-inforced and Larkwol 
Paisley Band. (Reg. S. Pat. Office) 

CHIFFON—Style No. 500, Fine Gauge ‘‘Vamp Toe,’’ Larkwood Paisley Bai 

Silk from toe to top. 
Both Styles to Retail $1.95 

Manufactured by Director of Sales 
SBALAs Te HOSIERY JOHN C. LARKIN 
I ULS 

620 Palmetto Street, 200 Fifth Avenue 


Philadelphia, Pa. New York City 
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